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COMPANIES ARE ENCOURAGED 
BY FAVORABLE REACTION 10 
HOOVER WAR DEBT PROPOSAL 


Stock Market Rise Will Add Huge 
Values to Asset Statements 
Compiled June 30 


MAY MARK BUSINESS TURN 
Premium Gains Depend on Re- 


lease of Buying Power Now Held 
in Reserve by the Public 





Fire and casualty insurance company 
leaders in New York this week share the 
general optimism and enthusiasm created 
throughout the nation by virtue of Pres- 
ident Hoover’s proposed one year sus- 
pension of all reparations and war debt 
interest and instalment payments. Many 
express the conviction freely that settle- 
ment of this international difficulty may 
well be the turning point -wpwards for 
American business and irrespective of 
the stock market’s immediate future the 
general outlook ahead will be devoid of 
that gloom which has been so heavy dur- 
ing the current year. 

Of more immediate importance is the 
fact that the rapid recovery of sécurity 
values in bond, stock and unlisted mar- 
kets will make the semi-annual financial 
statements of insurance companies com- 


piled on June 30 far more cheerful read- 
ing for stockholders than would have 
been the case had the President not made 
his offer at this particular time. In the 
last few days many millions of dollars 
have been added to the value of insur- 
ance company security holdings and 
these gains if maintained will be re- 
flected in the statements of assets soon 
to be made public. 


Hope for Favorable Business Reaction 


The insurance business by its very na- 
ture is not one which is capable of lead- 
ing an upturn in general business. Its 
prosperity is dependent in large measure 
upon the welfare of those whom it in- 
sures. Leaders in insurance hope and 
believe that the widespread favorable 
psychological effect of the Hoover pro- 
posal, as reflected first in the stock mar- 
kets of the nation, will later have a 
stimulating action on business as a whole. 

Despite the existing depression it is 
well known that the buying power of the 
American public is greater than now ex- 
pressed in the sales figures of manufac- 
turing concerns and retail stores. There 
has been admittedly an abnormal con- 
traction of purchases by the average in- 
dividual family due to a fear that this 
depression might continue indefinitely. 
The mere restoration of confidence in 
the future, which apparently is being de- 
tived from the international debt action 
sponsored by President Hoover, may act 
to release this unused power. As mer- 


chandise starts to move in larger volume, 
as railroad traffic gains, as building con- 


(Continued on Page 20) 
































PHOENIX 


Assurance Company, Ltd. 
of London 
* 150 William Street, New York 


A Corporation which has stood the test 
of time! 149. years of successful business 
operation. ‘World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 








DEPENDABLE 
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INSURANCE 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 
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“NEVERTHELESS” 


Older Agents who work chiefly among business 
men are louder complainants of the times than are the 
new, the young Agents. 


Day after day these older Agents are gloomed by 
the pessimism of business men on whom they call, 
resulting in a paralyzing “What’s the use?” attitude. 
Young, new Agents, on the other hand, solicit among 
salaried men and women, who are not ‘bearing the 
burden of business, and are assured of the continuance 
of their incomes. The atmosphere in which these 
youngsters work does not depress and does not smother 
industry. 


Nevertheless the undaunted. older men prosper by 
driving home among the moneyed the investment 
merits of life insurance, and among business men the 
prudence of protection during this period when uncom- 
monly heavy obligations would bankrupt the businesses 
and the estates of the carriers if death should come 
before normal prosperity returns. 


Be the depression what it may for others, it is- 
unquestionably a psychological one, to a large degree, 
for the life underwriter. 


— 


THE PENN MUTUAL LIFE INSURANCE CoO. 


WM. A. LAW, President 
PHILADELPHIA 

















BRITISH LIFE COMPANIES 
SHOWING GOOD INCREASES 
IN SPITE OF CONDITIONS 


Many People Who Were Formerly 
Uninsured Now Buying 
Protection 


NEW RECORDS LAST YEAR 


Some Companies : Set Production 
Marks; Insurance Estates Still 
Small 








The British life insurance companies 
are reported as doing a very satisfactory 
business in spite of the general business 
situation and the special problems with 
which the country is confronted. An ex- 
amination of the reports of British life 
companies on the business of last year, 
which have only recently become avail- 
able, show that not only did most com- 
panies have a’satisfactory year but some 
of them exceeded the production of the 
previous year and set new records of 
business written. Of fifty-nine companies 
reporting forty-four had excellent in- 
creases, 

Mortality experience was generally bet- 
ter than for the year before, the ratio 
of actual to expected mortality being in 
some cases as low as 45%. A surprising 
number of applications during recent 
months have been written on people who 
had no other life insurance. 

An awakening interest in life insurance 
by the British ‘public is commented upon 
by the press and it is greeted as a most 
favorable development. Life insurance 
still constitutes but a small part of the 
average estate of the British subject, ac- 
cording to a recent report by the Inland 
Bureau. 

This report deals with 130,042 estates 
in that country that were liable to estate 
duty last year. Of this number, 49,937 
were in respect of small estates of a 
gross value not exceeding £500; 71,395 
were of a net value exceeding £100 but 
not £10,000; and 8,710 applied to estates 
of a net value in excess of £10,000. The 
detailed net figures given in the report 
go to show that on the average about 
one in ten leaves an estate worth £700, 
and one in thirty constitutes a rough 
average for those whose estates were 
worth £5,000 or more. 

The interesting point is that of the 
total net capital value of the estates liable 
to duty—a total of £538,376,429—only £19,- 
910,431, or 344% was in the form of life 
insurance! The net receipts of estate 
duty were £69,548,208, and there was only 
life insurance to cover less than a third 
of this amount! 

This sum is small in comparison with 
other items in estates. For instance, 


British Government securities are left to 
the extent of 13.62% (13.74% in 1929 re- 


(Continued on Page 12) 
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The Story of an Old Man 


During May an old gentleman called at our Home Office to make an unusual 
request. Here is the old gentleman’s story and his request:— 


I am seventy-three years old and J am trying to secure the New York State Old 
Age Pension. I have to give them proof that I am over seventy years of age, but so 
far have been unable to do so. 


I was born in the South and wrote to the town in which I was born for a certifi- 
cate of my birth, but have just received a letter to the effect that they have no record, 
as the keeping of records did not start until long after I was born. 


Our caller went on to say that in 1886 he took out a policy with The Manhattan 
Life and that he had surrendered it in 1891. Would we check up his statements and give 
him a letter setting out his age so that he could produce it as evidence. 


Although the old gentleman’s policy was surrendered 40 years ago, we told him 
that we would try and help him. The old application papers had been destroyed be- 
cause of the policy having been discontinued for so many years, but we looked at the 
old policy register, and in it we found a record of the policy he referred to—his state- 
ments were correct; he was twenty-eight years of age when he took the policy out in 
1886, so that he is now seventy-three. It was an endowment policy for $5,200. 


It was a real pleasure to write our old ex-policyholder, giving him the informa- 
tion proving his age. He has no money and needs the Old Age Pension. In his letter 
acknowledging ours he says: “Please pardon me for not having acknowledged your 
letter—I was sick and intended to call... .” 


Seventy-three, dependent and sick! And this man was once well fixed financially 
—but “invested” unwisely. 











A Manhattan Income Bond is a Sure Guarantee Against Dependent Old Age 





The Manhattan Life Insurance Company 
Founded 1850 


654 Madison Avenue at 60th Street 
New York, N. Y. 


Thomas E. Lovejoy, President 
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HAEDRICH CASE Brings IMPORTANT 


Court Holds Trustee Stands In Same Position 
As Beneficiaries Themselves 


By Albert Hirst 


| have been asked by The Eastern 
Underwriter to state my opinion, as 


counsel for the New York State Life- 


Underwriters Association as to the im- 
ee of the decision by the Court of 

Appeals in the matter of the taxation 
of the estate of Adolph Haedrich, 256 
N. Y¥. (mem.) 84. 

In this very recent decision, the Court 
of Appeals of the State of New York, 
the highest court of this state, affirms a 
decision by the Surrogate’s Court of 
Kings County which had previously been 
affirmed by the Appellate Division of the 
Supreme Court, the intermediate court 
of appeals. The case involved the status 
of a life insurance trust, a subject that 
so far has not received the benefit of 
much judicial construction. 

Neither the Court of Appeals nor the 
Appellate Division has written any opin- 
ion, but the Appellate Division expressly 
afirmed on the opinion of Surrogate 
Wingate who. wrote a learned and ex- 
haustive opinion when deciding the case 
in the Surrogates Court. 

Statement of the Case 


The question actually involved was 
this: Haedrich, the decedent, had car- 
ried substantial amounts of life insur- 
ance and during his lifetime had created 
a funded life insurance trust, that is, he 
had made his policies of life insurance 
payable to the Brooklyn Trust Co. as 
trustee, and had, at the same time, deliv- 
ered to it certain income bearing securi- 
ties, with directions to apply the income 
of said securities to the payment of the 
premiums on his life insurance policies. 
In the event of his death both the securi- 
ties and the proceeds of the life insur- 
ance were to form the principal of the 


trust, the income of which was to be 
paid to Mr. Haedrich’s wife and chil- 
dren. There was no question that under 


the New York State Transfer Tax Law, 
as it stood at the time of Mr. Haedrich’s 
death, the amount of securities thus de- 
posited was fully taxable because it con- 
stituted what is known as a transfer in 
contemplation of death. 

On the other hand, the executors 
claimed that the proceeds of the life in- 
surance policies were not taxable while 
the State Tax Commission insisted that 
they were. 

The law was well settled, and con- 
ceded to be so by the State Tax Com- 
mission, that life insurance payable to 
a named beneficiary is not subject to the 
New York State transfer tax, but in this 
case the State Tax Commission claimed 
that, because the policies were not pay- 
able to Mr. Haedrich’s wife and chil- 
dren directly, but through a trustee, the 
act of Mr. Haedrich in transfering the 
Policies to the trust company constituted 
What is technically known as a transfer 
in contemplation of death and that the 
Proceeds were subject to the tax. 

Courts Overrule State Commission 

The contention of the State Transfer 
Commission was overruled by all the 
courts, Judge Wingate, who went into 
the matter in great detail, made the fol- 


lowing remarks which seem to be of 
wider interest. As to the high esteem 
in which life insurance is held by the 
courts and legislatures and the protection 
thrown around it, he said. 

The entire subject of insurance is 
sui generis and occupies a somewhat 
anomalous position in the law. In 
ultimate essence a contract of insur- 
ance is a gambling transaction by 
which the insured, in _ so-called 
straight life insurance, wagers the 
substantially free use of the annual 
payments or instalments of a cer- 
tain principal sum against the such 
total sum, payable to a designated 
third party, that he will die before 
he has paid enough of such instal- 
ments to equal the principal sum. 
Such contracts have from the time 
of the statute 14 George III, chapter 
8, been upheld on grounds of public 
policy, since in the vast majority of 
cases they are made for the benefit 
of dependents of the assured. and 
thus tend to forestall the possibility 
of such dependents becoming public 
charges, as might otherwise be the 
case. It may, therefore, be said that 
such transactions are in a very real 
sense charged with a public interest, 
which has no doubt been an extreme- 
ly potent underlying influence in in- 
ducing courts and legislatures to con- 
tinue the favored position which life 
insurance policies for specified bene- 
ficiaries have continuously occupied. 


Surrogate Upholds Insurance Trust 


_ The rather recent innovation of utiliz- 
ing the facilities of trust companies for 
the creation of life insurance trusts was 


endorsed by the learned Surrogate in the 
following language. 

If the act of a man in insuring his 
life for the benefit of his dependents 
is consonant with the dictates of pub- 
lic policy it is most obvious that any 
arrangement which tends to add to 
the value of his act should be en- 
titled to even greater public favor. 
Possibly the greatest defect of the 
old-time life insurance was found to 
be the fact that when considerable 
lump sums came into the hands of 
dependents their business inexperi- 
ence frequently resulted in the early 
dissipation of the proceeds of the 
foresight and self-sacrifices of the 
assured. The first step toward rem- 
edy of this evil was the practice, 
which still largely prevails, of per- 
mitting the insured to specify that 
the principal sum should be paid in 
designated instalments. More recent- 
ly many have felt that they could 
obtain a larger return and greater 
flexibility in caring for a number of 
dependents by depositing the poli- 
cies under an insurance trust, as in 
the instant case. It is the contention 
of the appellant that were the poli- 
cies payable either in a lump sum 
or in instalments to the beneficia- 
ries, they would not be taxable, but 
that the additional, possibly more 
beneficial, step makes them subject 
to the tax. With this contention this 
court cannot agree. Under such a 
trust arrangement the trust benefi- 
ciaries are as truly the equitable 
owners of the proceeds as if they had 
been named as beneficiaries therein. 
Subsequent to the death of Mr. Haed- 





College Sponsors New Study 
Of Unemployment Insurance 


The subject of unemployment and 
remedies for its relief have been dis- 
cussed from many angles in numerous 
books and magazine articles which have 
lately been pouring forth from the press. 
One of the most thorough of the recent 
books is “The Problem of Unemploy- 
ment,” written by Professor Paul H. 
Douglas and Aaron Director, both of the 
University of Chicago. The book was 
undertaken under the auspices of 
Swarthmore College in an attempt to lay 
the foundation for a co-operative study 
of unemployment by the best brains both 
in economics and in industry. 

Various phases of the unemployment 
situation are discussed at length before 
the authors launch into unemployment 
insurance suggestions. 

The only method of stabilizing the in- 
come of the workers to a greater extent 
than now, the authors believe, is to build 
up pooled reserves while workmen are 
employed to be paid out as benefits to 
those who are unemployed through no 
fault of their own. The reserve should 


be contributed to by both workers and 


employers. The workers’ contribution 


would prevent the insurance plan from 
being regarded as a “dole” system. The 
state, according to the outlined plan, 
should bear the cost of administration of 
the system. 


Administering Funds 


The administration of funds, the au- 
thors suggest, should be in the hands of 
a joint board representing the accredited 
organizations of workers and employers, 
with a chairman representing the state. 
They then outline some detailed provi- 
sions for the protection of their reserve 
plan. i 

The insurance fund should manage the 
work of the public employment offices. 

The premium rates between industries 
and firms should be varied according to 
the relative amount of unemployment 
characterizing them. 

Benefits should be paid primarily to 
those fired because of lack of work, not 
to those discharged for a good cause. 

The applicant for aid cannot decline 
work at his trade in his locality at the 
usual wage rate and still continue to 
draw benefits. 


INSURANCE TRUST DECISION 





Champlain Studio 
ALBERT HIRST 


As attorney for the New York State 
Life Underwriters Association Mr. Hirst 
has successfully intervened in several 
insurance cases of significance particu- 
larly in connection with the interpreta- 
tion of Section 55a of the Insurance Law 
which aims to protect insurance proceeds 
and policy values from being reached by 
creditors. 





rich, the taxation of decedents’ estates 
by the state of New York was radically 
reformed, The Federal Estate Tax Law, 
contained in the Revenue Act of 1926, 
Title III, provides in subdivision (b) of 
Section 301 that the estate may be cred- 
ited with any estate tax that it actually 
paid to any state insofar as such credit 
does not exceed 80% of the Federal Es- 
tate Tax. In order to take full advan- 
tage of this provision, the state of New 
York enacted a State Estate Tax and 
abolished its old Transfer Tax, but the 
New York State Transfer Tax still ap- 
plies to the estates of decedents who died 
before September 1, 1930, and the new 
law merely affects those dying there- 
after. Under the new law, which fol- 
lows very closely the Federal Law, life 
insurance is fully taxable if payable to 
the estate of the insured. This consti- 
tutes no change in the state law. Fur- 
thermore, life insurance payable to 
named beneficiaries, is taxable insofar as 
it exceeds $40,000. 
Effects of This Decision 


The decision in the Haedrich case will, 
in my opinion, retain its importance in 
the following aspects: 

1. It, of course, is the law as to all 
decedents who died before September 1, 
1930. 

2. In cases involving insurance trusts 
where the decedent died after Septem- 
ber 1, 1930, it will be of importance in 
assuming the freedom from taxation of 
the amount of $40,000 receivable by 
named beneficiaries because in such cases 
it will still be the law that a trustee for 
certain beneficiaries stands in the same 
position as these beneficiaries themselves. 

3. In any question involving life in- 
surance trusts we have the very valuabie 
statement of the Surrogate that “many 
have felt that they could obtain a larger 
return and greater flexibility in caring 
for a number of dependents by deposit- 
ing the policies under insurance trusts.” 
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Huebner to Address 
Mass. Mutual Here 


NEW YORK AGENCIES MEETING 








To Talk Monday Before Keane-Patter- 
son, T. R. & H. N. Fell and 


Sackerman & Lewis Agents 





Dr. S. S. Huebner, who is now acting 
as educational advisor of the Massachu- 
setts Mutual in addition to being dean 
of the American College of Life Under- 
writers and professor of insurance at the 
University of Pennsylvania, will address 
the company agents in the New York 
metropolitan district next Monday, 
speaking in the Keane-Patterson agency 
auditorium at 225 West Thirty-fourth 
Street. Agents will attend from the vari- 
ous offices of Keane-Patterson, the T. R. 
and H. N. Fell agencies in Manhattan, 
and Sackerman & Lewis in Brooklyn. 
All life underwriters are invited to at- 
tend, if they will notify the Keane-Pat- 
terson agency of their desire to be 
present. 

There will be two meetings. The first 
in the Keane-Patterson auditorium, to 
start at 9:30 in the morning, will be on 
the subject of “Life Insurance, the 
Greatest Financial Emergency Safe- 
guard.” The second will be held in the 
afternoon at the Hotel New Yorker in 
the form of a round table, to which the 
agents will bring prospects and _policy- 
holders. Dr. Huebner will be followed 
in discussion by two agents and their 
prospects or policyholders. 

t. Huebner is visiting the various 
agencies of the Massachusetts Mutual 
throughout the country. 





NEW PHILADELPHIA HEAD 





Louis F. Paret Formally Elected Last 
Week; Has Been in Business 
Forty Years 

Louis F. Paret, general agent of the 
Provident Mutual, was elected president 
of the Philadelphia Association of Life 
Underwriters at the association’s annual 
business meeting last week. The offi- 
cers elected are: J. Renwick Montgom- 
ery, Berkshire Life, first vice-president; 
D. W. Donley, Travelers, second vice- 
president; and John N. Adams, Aetna, 
treasurer. 

Mr. Paret has been in the life insur- 
ance business for forty years. He has 
already served as president of the Phila- 
delphia association and also as its vice- 
president. He was also one of the prime 
movers in the formation of the Life Un- 
derwriters’ Association of Southern New 
Jersey and was its first president. 





SAMUEL W. GOSS’S DEATH 





Security Life Vice-President Dies Sud- 
denly Following Heart Attack; 
With Company Many Years 
Samuel Wesley Goss, vice-president of 
the Security Life of America, died sud- 
denly last Sunday following a heart at- 
tack which occurred at the home of his 
daughter, Mrs. Charles Bolow of Glen- 
coe, Ill. He was sixty-four years of age. 
Mr. Goss was born in Rochester, Ind. 
For some years he was a Methodist min- 
ister until he entered the insurance busi- 
ness. He became vice-president of the 
Security Life twenty years ago. 





NEW IOWA COMPANY 

William J. Schultz, Jr. and C. G. 
Schultz, officers of the Union Mutual 
Life of Iowa and the Union Mutual Cas- 
ualty, have formed a third organization, 
a stock company with a capital of $200,- 
000, which will engage in writing life and 
accident coverage. Officers will be main- 
tained in East Des Moines, where the 
offices of the two mutual companies are 
maintained. 





BANKERS LIFE CAMPAIGN 


The Bankers Life of Iowa will hold a 
one-day drive next Tuesday, the com- 
pany’s fifty-second anniversary. 








A Low Cost 


'NYNL 


Lire INSURANCE 
PROGRAM 


Prospect—Age 35 
Wife—Age 30 
Children —Pey 5 


Tas program provides that in 
event of the death of the insured, the wife will 
receive the following amounts: 


$3,000 
$220 
$270 
$320 
$150 
$140 


in one sum. 


a month until the son is ready 
for college. 


a month while one child is in 
college. 


a month while two children 
are in college. 


each Christmas until the child- 
ren are grown. 


a month after the children 
graduate from college until 
she is 60 years of age, at which 
time her son will be 35 and 
her daughter 39. 


$40 a month thereafter for life. 
At her death each child will receive $5,000 


in cash. 
In case the insured should live until the age of 


65, he may then cash in his policies for $12,111.45. 


(Some of the above items are dependent on the maintenance of the 
present dividend scale, which cannot be guaranteed.) 


THE entire annual premium for this program at age 

35 is only $684.15 a year, in the Northwestern 
National Life. It is accomplished by the purchase 
of ten units of Income Indemnity, $10,000 Home 
Protector, and'a $5,000 Pension Bond maturing at 
age 65. The proceeds of the Pension Bond left at 
interest become payable at the rate of $50 a month 
while one child is in college and $100 a month 
while two of them are in college. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, Pacsivent 


STRONG-> Minneapolis Minn. ~ LIBERAL 








Nippon Life’s New 
Business Made Gain 


1930 WAS COMPANY’S BEST YEAR 
Depression Felt in Japan, But Surren- 
ders Increase Only Slightly; Better 
Quality Policies 





The Nippon Life of Japan last year 
wrote new business amounting to 214- 
897,300 yen, an increase of 39,515,400 yen 
over the previous year. Death claims 
were 9,110,812 yen, the death rate being 
70% in the number of lives and 68.9% 
in amount of the expected. The mor- 
tality table used by the company is Dr. 
Fujisawa’s Japanese Population Mortal- 
ity Table. Contracts surrendered amount- 
ed to 76,724,785, an increase of 17,394,259 
over the previous year. 

S. Hirose, president of the company, 
in presenting the report says: 

“Insurance in force at the end of the 
year amounted to 965,845,353 yen, a net 
increase of 128,422,358 yen during the 
year. The net present value of the as- 
surances in force at the end of the year 
amounted to 194,666,405 yen, computed on 
the basis of net premiums on the com- 
pany’s table at 4% p. a. interest, which 
amount is an increase of 17,558,141 yen 
over 1929. 

“Let us now turn to the general busi- 
ness conditions in Japan during the year 
1930. Since her return to a gold stand- 
ard on January 11, the Japanese Gov- 
ernment has pursued a retrenchment pol- 
icy in public finance, which has accentuat- 
ed the downward tendency of the money 
rates and the price level. In addition, 
the abnormal fall in the price of silver in 
China and the world-wide depression has 
brought an unfavorable effect on our for- 
eign trade. Moreover, the drop in the 
price of silk, followed by the decline in 
the price of rice due to the abundant 
crop, has lessened the purchasing power 
of the rural population. The small 
tradesmen and industrial concerns were 
also in deep distress, and we saw some 
failures among the country banks. Thus, 
unprecedented depression was in evi- 
dence in all economic activities in Japan. 

“Usually business depression has little 
effect upon the life insurance business. 
But this time the effect of the general 
depression has gradually come to be felt 
by life insurance companies; new busi- 
ness has decreased, surrenders and pol- 
icy loans have increased, while the com- 
panies have suffered from the decrease 
of income from investments as well as 
from the fall in the price of securities. 
In spite of this situation, however, we 
are quite pleased to be able to show a 
satisfactory record, due to the better- 
ment of the policy conditions, the ration- 
alization of organization and manage- 
ment, and the strenuous efforts and co- 
operation of all officers and employes. 


22.5% Increase 


“Thus, the new business showed an in- 
crease of 22.5% over 1929, amounting to 
214,897,300 yen as above mentioned. This 
was the best record made since the es- 
tablishment of this company. The ratio 
of surrender was 8.5%, which was only 
a slight increase of 0.8% over the pre- 
vious year. The total amount of assur- 
ance in force at the end of the year 
was 965,845,353 yen, which was a net in- 
crease of 128,422,358 yen over the amount 
of the year before. Such an amount 
constitutes a new high record and en- 
ables the company to maintain as before 
a high position in this line of busi- 
ness in Japan. Another encouraging sign 
is the fact that our business not only 
has made progress in quantity but has 
also improved in quality. For instance, 
annual premium policies have increased 
so much that they amounted to more 
than 70% of all of the new business. Also 
the ratio of premiums received per l, 
yen of assurance has increased. In re- 
gard to our investments, thanks to the 
conservative policy pursued by the com- 
pany, we have been able to maintain 4 


(Continued on Page 8) 
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At the 


Outing of 


the. J. 


C. McNamara 


Organization | 





Julius M. Eisendrath Max Herman 
The J. C. McNamara Organization, 
general agents of the Guardian Life in 
New York, headed by J. C. McNamara, 
journeyed to Metropolitan Manor Club, 
Briarcliff, N. Y., last week for an all-day 


W. D. McNamara 


John T. Balfe 





SPECIAL COMMITTEE NAMED 


Franklin D’Olier Heads Committee of 
Fraternal Delegates For Associa- 
tion of Life Presidents 

The following life executives constitute 
the special committee on fraternal dele- 
gates which will represent the Associa- 
tion of Life Presidents at the twenty- 
sixth annual meeting of the American 
Life Convention, to be held at Pittsburgh 
October 7-9: Chairman, Franklin D’Olier, 
vice-president, The Prudential; Andrew 
J. Davis, vice-president and general 
counsel, Provident Mutual; D. C. Mac- 
Ewen, vice-president, Pacific Mutual, and 
Wesley E. Monk, general counsel, Mass- 
achusetts Mutual. 





The Colonial Life of Jersey City, N. J., 
as announced the appointment of Frank 
armesin as assistant manager in Jer- 
sey City. 





John C. McNamara 


outing. There was swimming, golf, tennis, 
horseback riding, boating, in addition to 
lunch and dinner. 

At the dinner in the evening short 
talks were made by a number of those 
present. 

Perhaps the most interesting thing 
transpiring was a report showing that 


Dr. Chas. B. Piper Walter E. Knowlton John H. Brady William D. Chambers 


some members of the J. C. McNamara 
Organization are paying little or no at- 
tention to the present depression, for 
during the first seventeen days of June 
one member turned in applications on 
twenty lives, another on eighteen lives, 
and others fifteen, thirteen, twelve and 
nine. 





od 


Dr. B. C. Bullen 


Members of the home office staff of 
the Guardian Life attending included Dr. 
Charles B. Piper, medical director, and 
Frank Weidenborner, Jr., superintendent 
of agencies. 

The usual enthusiasm and wit prevailed 
at this gathering of the McNamara Or- 
ganization. 





CONTINENTAL LIFE SCHOOL 

The Continental Life has organized a 
school of instruction in underwriting for 
home office employes. A. B. C. Mott, 
actuary, is the instructor. 


WOMEN LEAD TWO AGENCIES 

Two women agents of the Oregon Mu- 
tual Life are leading their respective 
agencies. They are Mrs. Anna L. Homan 
of southern Idaho and eastern Oregon, 
and Mrs. Dorothy Morgan of Seattle. 








Let the Company Pay 
All Accident Expenses 


The actual cost of nursing, hospital care, med: 
ical and surgical attention nowadays easily runs 
to overwhelming figures in case of injury. 


Our new reimbursement contracts pay all such 
expenses actually incurred up to a satisfactory 


limit, besides the usual benefits for loss of time 
and loss of life, limbs, sight, etc. 


For rates, etc., inquire of our local office or 


write to 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





TO STUDY UNEMPLOYMENT 





New York Legislative Committee Named; 
Expected to Consider Insurance 
Plan 

Temporary president of the New York 
Senate George R. Fearon, and speaker 
of the Assembly Joseph A. McGinnies, 
announce the appointment of Senators 
Cosmo A. Cilano of Rochester, Arthur 
H. Wicks of Kingston, Republicans; Wil- 
liam T. Byrne of Albany, Democrat, and 
Assemblymen William L. Marcy, Jr., of 
Buffalo, Haskell H. Marks of Rochester, 
Edwin R. Lynde of Massapequa, Rainey 
S. Taylor of Middletown, Republicans, 
and Joseph T. Higgins, Democrat of New 
York, as members of the Joint Legisla- 
tive Committee to investigate the cause 
of unemployment. 

The committee has an appropriation 
of $25,000 and is to report to the Legis- 
lature of 1932. It is to investigate the 
cause of unemployment in every respect 
but particularly in relation to: 1. Cyclical 
unemployment, 2. Season unemployment, 
and 3. Technological unemployment to 
the end that it may formulate and re- 
port to the Legislature a recommendation 
for a policy, and to make recommenda- 
tions for such legislation as may be nec- 
essary ‘to serve the best interests of the 
people of the state with full considera- 
tion of the equities of employers and em- 
ployes without discrimination. 

It is expected the committee will con- 
sider the enactment of some sort of un- 
employment insurance law. 





PENNELL BRANCH OPENED 


The new branch office of the Frank W. 
Pennell agency of the State Mutual Life 
in New York City has been opened in 
the Pershing Square Building, 100 East 
42nd Street. This branch is the out- 
growth of the general agency formerly 
conducted at that address by William 
McElligott who now plans to devote his 
entire time to personal production. In 
charge of the new Pennell office is 
Timothy W. Foley who has been con- 
nected with the McElligott agency since 
its inception. He is well known in up- 
town New York agency circles. 
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80 YEARS 


of Successful Business 


Recently the Massachusetts Mutual 
Celebrated Its 80th Birthday 


Four score years of building! Throughout that period the Massachusetts Mutual has 
earned an enviable reputation for sound judgment and able, progressive management— 
for sympathetic understanding of its policyholders’ problems and a strict adherence to 
the highest ideals of business conduct. 


Changing conditions bring changing needs! The Massachusetts Mutual has ever been 
alert to the modern trend—the new standards of living . . . and during all these years 
has kept its judgment flexible, constantly adjusting itself to meet the new problems of 
protection and conservation. 


We are particularly grateful to our old policyholders for laying the foundation of this 
great business—those who have passed on the inspiring traditions of our Company and 
have helped so materially to raise it to its present high position. 


AND NOW— 


in the beginning of our 81st year—we pledge ourselves anew to 
maintain the same high standards of service and fair treatment of 
policyholders for which the Company is so well known. 











Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Organized 1851 


Four Agencies in Greater New York 


T.R. Fell, General Agent . The Keane-Patterson Agency 
25th Floor, Chase Nat. Bank Bldg. 225 West Thirty-fourth Street 
20 Pine Street 1908 Pennsylvania Building 
New York New York 
Herbert N. Fell, General Agent Sackerman & Lewis 
Pershing Square Building General Agents 
100 East 42nd Street 16 Court Street 
New York Brooklyn 
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Mervin L. Lane Joins 
Connecticut Mutual 


RETIRES FROM LANE AGENCY 





But Will Have Adjoining Office at 212 
Fifth Avenue; Louis and Frank Lane 
Co-General Agents 





An agency change of considerable in- 
terest this week is the move being made 
as of July 1 by Mervin L. Lane in be- 
coming a general agent of the Connecti- 
cut Mutual Life in New York. In so 
doing Mr. Lane officially severs his con- 
nections with the Lane Agency, Inc., a 
father-son general agency combination 
representing the Home Life of New York. 





MERVIN L. LANE 


Hereafter this firm will be operated by 
Louis Lane and Frank L. Lane as co- 
general agents. 

It will be Mervin Lane’s immediate 
task to build a full time organization and 
initiate a brokerage department -in his 
new agency for the Connecticut Mutual. 
His appointment was given official rec- 
ognition by the board of directors of the 
company on June 19 and on July 1, a 
significant date for him, he starts from 
scratch with no agents under contract, 
his one associate being James M. Mc- 
Cartney as agency cashier. Mr. McCart- 
ney, formerly in the Lane agency, has 
had ten years of home office cashier ex- 
perience and two years of life insurance 
selling. 

Although there will be no business 
connection between the Mervin L. Lane 
and the Lane agencies they will naturally 
retain the close bond that has resulted 
from the relationship and the past asso- 
ciation together. Furthermore they will 
have adjoining offices at 212 Fifth Ave- 
nue, exchanging business on a reciprocal 
basis and maintaining the most friendly 
of relations. 


Prominent in Local Circles 


Seventeen years in the business, this 
is the third time that Mervin Lane has 
undertaken an agency building job. First 
in his father’s agency as a producer and 
later as unit manager for Manager I. A. 
Lewis of the Equitable Life Assurance 
Society, he was next given an Equitable 
managerial contract on July 1, 1925, and 
opened offices in the mid-town section. 
Four years later, on July 1, 1929, he and 
Louis Lane, his father, became joint gen- 

B cral agents of a new Home Life agency 
at 212 Fifth Avenue. This agency has 
since gathered considerable momentum 
and is rapidly climbing into the select 
leaders’ class on the company’s honor 
roll. His present move, again on July 1, 
will be watched with the closest of in- 
terest by the metropolitan fraternity. 

\lways active in association work, Mr. 
Lane has given generously of his time to 














With PROSPERITY Returning — 
OLD to an industrious constructive program. | 


Cement relations with highest grade institu- 
tions. Pay off indebtedness. Invest, don’t speculate. 
Boost others who deserve it. 


Play fair. Increase your life insurance holdings to 
cover all future wants. Spend wisely. Keep faith 
in yourself and in others. 





Let us help you to attain your objectives. 


WELLS & CONNELL 


General Agents 
THE PROVIDENT MUTUAL LIFE 


33 Liberty Street 


JoHN MuMForp, 
Brokerage Supervisor 


JOHN 4-3771 


New York City 


Epw. K. Simpson, 
Associate 

















Now Joint General Agents 











FRANK L. LANE 


the Life Underwriters’ Association of 
New York. At present he is second 
vice-president and has been selected by 
newly elected President Clancy D. Con- 
nell as chairman of the sales congress 
and banquet committee. For three terms 
he was at the head of the important com- 
mittee on business conduct. Outside of 
the insurance business he is widely and 
favorably known, having many friends 
in literary and dramatic circles and a 
reputation as a writer both on business 
and humorous subjects. 


The Louis-Frank Lane Combination 


Louis Lane has been twenty-seven 
years in life insurance work, having rep- 
resented the Equitable Society for twen- 
ty-five years first as an agent and twelve 
years as a manager. Some of New York 
City’s outstanding life insurance men re- 
ceived their early training in his office, 
among them being Ralph G. Engelsman, 
now of the Penn Mutual. Having given 
both of his sons their initial instruction 
(and done a good job of it) his only 
regret is that he did not have eight sons 
instead of two in the business—and all 
of them general agents of different com- 
panies. ? 

It goes without saying that the Louis- 
Frank Lane combination will hit it off 
in good style. Frank Lane, who breaks 


LOUIS LANE 


into print frequently with some new 
achievement, has been the trainer of 
agents—their counsel in selling problems. 
He was twenty years old when he began 
as an agent and broke into the mana- 
gerial ranks when he was twenty-five. 
He still keeps up his personal produc- 
tion. 

Prominently associated with the Lane 
agency is Mrs. Marie L. Valentine, the 
sister, who has consistently been the 
leader in paid-for production and holds 
this rank for the year to date. She 
started her career in 1926. 





DR. A. J. GIESY DIRECTOR 
Dr. A. J. Giesy has been elected to the 
board of the Oregon Mutual Life. Dr. 
Giesy has been medical director of the 
company for twenty-five years. 





PACIFIC STATES MERGER 

Pacific States Life of Hollywood, Cal., 
took over the Farmers Life of Denver, 
Colo., last week. Sixteen directors of 
the Denver company tendered their res- 
ignations. W. L. Vernon, president of 
the Pacific States, becomes chairman of 
the executive committee and B. M. Stack- 
house retains his office as president of 


‘the Farmers. 


Indianapolis Membership 
Jumps From 400 to 600 


RESULT OF INTENSIVE DRIVE 





a 3 Perry Meek Elected President of 
Association; Elbert Storer Sponsored 
for National President 





Just to show what could be done in 
a week’s membership drive, the Indian- 
apolis Association of Life Underwriters 
reported a 50% increase in membership 
at last week’s meeting held at the Clay- 
pool Hotel. The association’s member- 
ship rose from approximately 400 to more 
than 600, and the body is now looking 
again with yearning eyes on the na- 
tional membership trophy for gains, hav- 
ing won it last year. 

Several other important announce- 
ments featured the June meeting in In- 
dianapolis. J. Perry Meek of the In- 
dianapolis Life was introduced as the new 
president of the association for the com- 
ing year. He has been vice-president. 
Other officers elected were E. A. Crane, 
first vice-president; E. Ralston Jones, 
second vice-president; Martin W. Lam- 
mers, secretary; and D. Earl McDonald, 
treasurer. H. A. Luckey is the retiring 
president. The new directors were also 
officially installed in office. They include: 
Roy W. Van Buren, W. B. Cox, Joe T. 
Traylor, Ward Hackleman, W. W. Har- 
rison and Messrs. Crane and Jones. 

It was decided at the meeting that the 
association would present another candi- 
date for the presidency of the National 
Association, Elbert Storer, Indiana agent 
for the Bankers Life and vice-president 
of the national body. This makes the 
second candidate the organization has 
presented. The first, in the person of 
Frank L. Jones, vice-president of the 
Equitable Society, who was then state 
agent for the Equitable, was successful. 

Mr. Storer has been an active worker 
in the Indianapolis association and is a 
former president. He is widely known 
throughout the state and doubtless ef- 
forts will be made to enlist the aid of 
the entire Indiana delegation in his be- 
half. The Indianapolis association is 
convinced that he should be a strong can- 
didate for the national presidency. 





NEW PITTSBURGH PRESIDENT 





Robert N. Waddell, Massachusetts Mu- 
tual, Elected. Pittsburgh Association 
President; in Business Nine Years 


The presidency of the Pittsburgh As- 
sociation of Life Underwriters for the 
coming year has been attained by Robert 
N. Waddell, production manager of the 
Henry W. Abbott agency of the Massa- 
chusetts Mutual. He succeeds Holgar J. 
Johnson, well known Penn Mutual gen- 
eral agent who has done an outstanding 
job as association head the past year. 
The other newly elected officers are: 
first vice-president, Jay M. Holmes, 
Travelers; second vice-president, R. S. 
Koehler, Mutual Benefit Life, and treas- 
urer, T. W. Pomeroy, New England 
Mutual. 

Mr. Waddell has been in the insurance 
business for nine years, entering as an 
agent with the Connecticut General. 
Throughout his active experience he has 
been a leader among the agency men in 
the city, and a tireless worker for the 
life association’s welfare. He has served 
as a member of the association’s board 
of directors and during the past year, 
as first vice-president. 





NEWARK AGENCY STRIDES 


The Newark agency of the John Han- 
cock Mutual Life of which William A. 
White is state agent, ranks fourth among 
all other agencies of the company for the 
first four months on the percentage of 
paid-for quota. The offices of the agen- 
cy have been considerably enlarged due 
to the expansion of business and the en- 
largement of the agency staff. 
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Nippon Life 
(Continued from Page 4) 


yield comparable with that of any nor- 
mal year, while we suffered very little 
from the depression in the price of the 
securities we held. The total assets 
amounted to 226,774,142 yen.” 

Endowment insurance is the most pop- 
ular form, 846,151,966 yen being in force. 
Whole Life amounts to 119,517,687 yen. 
There are 509,078 male lives insured and 
175,529 females. 

The greatest number of policies are for 
between 500 yen and 5,000, although in- 
surance starts at 100 yen and goes up 
to as much as 200,000. 





$5,000,000 LINE 


Frank A. Berthold Closes Case in Con- 
nection With Real Estate 
Bond Issue 


Frank A. Berthold, head of Frank A. 
Berthold Co., 120 Broadway, New York, 
has closed a $5,000,000 deferred annuity 
line covering various lives in connection 
with the maturity guarantee of a real 
estate bond issue of similar amount. Mr. 
Berthold has been a large producer for 
many years and has been national leader 
at different times of the Prudential and 
one or two other companies. 


in), 


J. Elliott 
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All Lined Up for Tug of War 


One day each year at Vallevue Farm, Morristown, N. J., the 
ranch home of J. Elliott Hall, head of the J. Elliott Hall 
Agency of the Penn Mutual Life in New York, is always an 


Hall 


event in the lives of the members of that agency, and last 
week’s picnic outing there was no exception. 
splendid day’s sport—relaxation from the job these men take 








It was just a 


very seriously and they made the most of it. There was baseball, 
putting golf, quoits, cards, foot races, eats and everything. 


The most strenuous activity engaged in was a tug-of-war. 


men—twelve on each end of a rope. 


With twenty-four 


From the home office of the Penn Mutual Life came John A. Stevenson, vice- 
president; E. Paul Huttinger, assistant to vice-president (agency); Malcolm Adam, 
assistant to vice-president (underwriting); J. Howard Jefferies, agency secretary; 
Wallis Boileau, Jr., assistant to vice-president (agency). 

J. Elliott Hall is a great life insurance man and an equally great host. 





PAYS FOR MILLION IN MAY 





Harry Steiner, Chicago Equitable So- 
ciety Agent, Has Record Month; 
Fine Start in Business 
Harry Steiner, member of the Lust- 
garten agency of the Equitable Society 
in Chicago, paid for more than $1,000,000 
of new business in May, thus giving him 
first place on the Society’s Honor Roll 
for May and second place for the year 

in volume paid for. 

Since entering the business in August, 
1927, Mr. Steiner has paid for more than 
$4,500,000 with $158,000 in premiums cov- 
ering 225 cases, this representing $98,000 
a month in business and $3,400 in pre- 
miums. The Equitable agent has made 
an intensive study of life insurance es- 
tates and has built up a high class 
clientele. 





ELECTED IN ST. LOUIS 


E. G. Squires, agency manager for the 
Bankers Life of Des Moines, has been 
elected president of the General Agents 
and Managers Association of St. Louis. 
He succeeds Ira Fisher, Penn Mutual 
general agent, who was made an honor- 
ary member of the association’s board 
of directors. John J. Crowley, Pacific 
Mutual general agent, was prevailed 


upon to continue in the office of secre-- 


tary-treasurer. Claude R. Fooshee, Pru- 
dential general agent, was made vice- 
president to succeed Mr. Squires. 





NO DOUBLE FOR ELECTROCUTION 


Electrocution following conviction for 
murder does not constitute an accident, 
the United States Circuit Court of Ap- 
peals has ruled in the case of Joseph A. 
Diamond vs. the New York Life, thus 
affirming a decision of Federal Judge 
Charles E. Woodward. The plaintiff 
sought collection of a double-indemnity 
insurance policy for $20,000, contending 
that his son, Harry H. Diamond, met 
with an accident when he was put to 
death by force and against his will at 
the Indiana State Penitentiary for wife 
slaying. The New York Life paid $10,- 
000, but refused to pay the double in- 
demnity. 


COMPANY TO CONSIDER MERGER 


Stockholders of the Citizens National 
Life of St. Louis will hold a special meet- 
ing on July 9 to consider a proposal that 
the company be merged with the Amer- 
ican Bankers of Chicago and Jacksonville, 
Ill. It is understood that the terms of 
the merger contemplate that the stock- 
holders of the Citizens National would be 
given two shares of stock in the Amer- 
ican Bankers for each share of Citizens 
National stock held. The St. Louis com- 


pany was organized in 1927. 





BIG MAY FOR EQUITABLE 

An outstanding production record was 
made by the Equitable Society producers 
during May. The month’s paid business 
totaled $81,966,065, an increase of $10,- 
964,932 or 15% over May, 1930. This 
production exceeds by $8,674,455 the 
largest paid business for any month this 
year. 
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Paul Conder 





NO DEPRESSION FOR THIS MAN 


He sells something that everybody needs—the 
protection afforded by United Life policies which 
contain ALL IN ONE CONTRACT: 


LIFE INSURANCE WITH DOUBLE AND 


TRIPLE INDEMNITY FOR’ ACCI- 
DENTAL DEATH 
NON-CANCELLABLE, _NON-PRORATA- 


BLE WEEKLY ACCIDENT INDEMNITY 


WAIVER OF PREMIUMS AND MONTH- 
LY INCOME FOR TOTAL AND PER- 
MANENT DISABILITY 
In addition to attractive policy contracts in the 
form of ordinary life, limited payment life, en- 
dowments, monthly income, educational endow- 
ments, and juvenile insurance he offers 
THE INCOME INDEMNITY CONTRACT 
—THE NEVER FAILING SUBSTITUTE 
FOR THE SALARY CHECK 


His advice to ambitious agents is this: Get in 
touch immediately with 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Home Office: UNITED LIFE BUILDING 


Concord, New Hampshire 


JOINING UNION CENTRAL 





James J. Harrison, Former Home Life 
of Arkansas Executive, to Manage 
Little Rock Agency 
James J. Harrison joins the Union 
Central Life next week as manager at 
Little Rock, Ark., succeeding to the posi- 
tion left by the resignation of C. G. 
Price. Mr. Harrison was executive vice- 
president in charge of agencies for the 
Home Life of Arkansas until April 15 of 
this year when the Home was reinsured 

by the Central States Life. 

The new Union Central manager is 
widely acquainted with the insurance 
fraternity and the general public in Ar- 
kansas. He is a trustee of Hendrix Col- 
lege, his Alma Mater, and active in pub- 
lic enterprises. In 1930, he headed the 
Little Rock Chamber of Commerce, and 
for three years was a member of the 
executive committee of the Sales Re- 
search Bureau of Hartford. 





E. G. McWILLIAM IN HOSPITAL 

E. G. McWilliam of McWilliam & 
Hyde, general agents of the Penn Mu- 
tual Life at 285 Madison Avenue, New 
York City, is confined to St. Vincent's 
Hospital following an operation, which 
while of a serious nature was successful 
and complete recovery is expected. 
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Informative Handbook 
of Insurance Published 

CLYDE J. CROBAUGH, AUTHOR 

All Phases of Business Are Included; 


Approximately 5,000 Insurance 
Terms Defined 








A book which should serve as a val- 
uable guide to insurance agents and 
brokers has just been published by Pren- 
tice-Hall, Inc., of New York City. The 
title is “Handbook of Insurance,” and 
the author, Clyde J. Crobaugh, formerly 
superintendent of educational extension, 
Aetna Life and Affiliated Companies. 

Information on every form of insur- 
ance is included in the handbook, which 
is a combination dictionary and encyclo- 
pedia. It explains, in alphabetical order, 
approximately 5,000 insurance terms, with 
a convenient cross-indexing system that 
enables the reader to find any specific 
term easily. The language is non-tech- 
nical throughout and the explanations 
are simple and understandable. 

The book points out that the insur- 
ance producer, before he is qualified to 
prescribe the necessary forms of protec- 
tion for his clients, should know: (1) pol- 
icy coverage; (2) principles of rating and 
how to calculate the rates; (3) under- 
writing policies and practices; (4) best 
business producing methods; (5) neces- 
sity of the form of protection and how 
to apply it to the needs of the insured; 
(6) special information applicable to par- 
ticular forms of coverage; and (7) tech- 
nical terms and expressions. 

The main value of the 1,413 page hand- 
book lies.in its comprehensiveness. Up 
to date and modern in every respect also, 
it includes data on aircraft insurance 
forms. Mr. Crobaugh is to be congrat- 
ulated for bringing out such a volume, 
one which must have entailed no small 
amount of research. It represents the 
result of his long experience in various 
phases of the insurance business. 





PEORIA SPONSORS SCHRIVER 





Life Underwriters Association Presents 
Lester O. Schriver for National Ass’n 
Fourth Vice-President 

The Life Underwriters Association of 
Peoria, Ill., has ‘requested that Lester O. 
Schriver, general agent of the Aetna 
Life, be considered for the position of 
fourth vice-president of the National As- 
sociation. Mr. Schriver, who has made 
an outstanding record in the business, 
has served the Peoria Association as its 
national executive committeeman and 
dean of its school of insurance during the 
last year. . 

About ten years ago Mr. Schriver 
started his insurance career as an agent 
for the Aetna Life at Middletown, Conn. 
He was called to the company’s home 
office in 1925 and placed in charge of the 
sales training for the United States and 
Canada, and was elected sales superin- 
tendent of agents in 1927, later being 
transferred to the position of divisional 
superintendent. 

He was appointed general agent for 
the Peoria territory in 1929 and has made 
a notable record, having won the Presi- 
dent’s Trophy for the central division in 
1930. During his insurance career, Mr. 
Schriver has spoken before many sales 
congresses in various cities throughout 
the country. Only recently he complet- 
ed a three weeks’ tour of Canadian as- 
Sociations. He has been active in civic 
affairs in Peoria as well as in insurance 
matters. 





FRANK W. MORRISON FUNERAL 


_ With some of the most prominent life 
insurance men in Indiana as active and 
honorary pallbearers, last rites for Frank 
White Morrison, vice-president of the 
American Central Life, were held re- 
cently at a mortuary almost directly 
across Fall Creek from the new home 
of the company. Mr. Morrison, who had 
been in the business many years, died 
of a heart attack. He was seventy-seven 
years of age. 


HOME LIFE EXAMINATION 





New York Company in Strong Financial 
Position; Big Increase in Mort- 
gage Loans 
The affairs of the Home Life of New 
York are in generally fine condition and 
the company is in a strong financial po- 
sition, according to the report filed last 
week with the directors of the company 
by George S. Van Schaick, superintend- 
ent of insurance. This was the com- 
pany’s regular periodic examination and 

covered the last few years. 


The report cites as one of the com- 
pany’s high spots the introduction of the 
Preferred Whole Life Plan in Novem- 
ber, 1927, an introduction which “marked 
an important change in the business pol- 
icy of the company.” Much sales work 
has been concentrated on the production 
of business on this plan and well over 
50% of the Home Life’s business has 
been written on the plan. Also the aver- 
age size policy has been more than 
doubled. 

It is pointed out that the trend in re- 
cent years in the Home Life has been 
toward mortgage loans, chiefly guaran- 
teed, the holdings in this field having 
nearly doubled in five years. The aver- 
age interest rate earned on all mortgage 
loans in 1930 was 5.71%. 

The Home Life examination report 
was the first to come under the new 
provision of the New York law which 
requires the insurance superintendent to 
furnish a brief summary of the report to 
the chairman of the board of directors 
of the company examined, this to be read 
before the directors and presented to 
each director in printed form. This pro- 
cedure was carried out by Ethelbert I. 
Low, chairman of the board of the Home 
Life, last week. 





JOHN J. KELLY’S NEW MOVE 





Former State Mutual General Agent in 
St. Louis, With Three Associates, 
Opens New Office 

John J. Kelly, who has been identified 
with the life insurance business in St. 
Louis for thirty-eight years as a general 
and special agent, has, with several asso- 
ciates, opened offices at 1224 and 1225 
Chemical Building. They will act as life 
insurance counselors and specialize in 
arranging insurance trusts. 

Until recently Mr. Kelly was general 
agent in St. Louis for the State Mutual 
Life. He held that position for twenty- 
eight years, and previously had been a 
special agent for the John Hancock. As- 
sociated with him in the new venture 
will be E. J. Murphy, John J. Klohr and 
Arnold D. Krause, all of whom were for- 
merly with the State Mutual. 





NEW MANAGER IN NEW ORLEANS 


Detroit Life Manager, H. Oliver Wil- 
liams, Will Do Organization Work in 
Louisiana and Mississippi 

The new manager at New Orleans for 
the Detroit Life, H. Oliver Williams, will 
have charge of the organization of the 
company’s agency units in Louisiana and 
Mississippi. Mr. Williams recently was 
transferred to New Orleans from Ohio 
where he did a good job as state district 
manager for the company. 

Some years ago Mr. Williams entered 
the business with the Fidelity Mutual in 
Philadelphia. He later accepted the po- 
sition of instructor of agents in New 
York City for the Penn Mutual Life. He 
joined the Detroit Life in October, 1929, 
and has made a fine record with that 
company, particularly as trainer of 
agents. 





RECORD MANLY MONTH 


May Manly Month, an established pe- 
riod each year when business produced 
by Indianapolis Life fieldmen is desig- 
nated as a tribute to the president, 
Frank P. Manly, was the greatest this 
year in the history of the company. 




















GRAHAM AGENCY 





SPLASH 





Swim with 

An EASY MIND 
By increasing 
Your Life Insurance 
BEFORE you start 
And if you 

So advise 

Your clients 
Maybe the 
COMMISSIONS 
Will pay 

For YOUR OWN 


GRAHAM 
AGENCY 


COrtlandt 7-5181 


General Agent 
FETNA LIFE INSURANCE CO. 


165 Broadway New York 
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LIVE HINTS FOR BUSINESS 





7 lz 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


At this time of year 


Opportunity there can be found 
in College some excellent pros- 
Endowments pects among the 


young men and wom- 
en who have been graduating from our 
colleges and universities. Not only will 
many of them be interested in insuring 
themselves to serve their own personal 
ends, but many should be interested in 
doing something in a substantial way for 
their Alma Maters. 


This is the logical time to see them. 
Once they are launched into the busi- 
ness of life, they soon forget the en- 
thusiasms of the college days. 


The average college graduate is will- 
ing and eager to do something for his 
college and class, and life insurance en- 
ables him to meet his desire, comments 
Mutual Life Points. Aside from the 
business viewpoint, «there is something 
splendid in the spirit of a group of young 
men who take up obligations to bestow 
a gift upon the institution they are leav- 
ing. The field for college endowments 
is very wide, says Points. It includes 
men of maturity, also, who desire indi- 
vidually to give a gift beyond possibility 
in any other way. 


Le ee 

Being “quick on 
Knowing the trigger” is one of 
What the necessary req- 
To Say uisites of any suc- 


cessful salesman. 

Here is the story of the clever way in 
which a life underwriter recently reacted 
to a situation which arose. The story 
as told by a speaker at a recent lunch- 
eon and reprinted in “Equiowa,” follows: 

“T went into man’s office, a man whom 
I had already written for $20,000, and 
said: 

““Good morning, Mr. Brown.” 

“What do you want?’ he inquired. 

“‘T came in to write you for $5,000 
more, to bring your total insurance in our 
company up to $25,000, I said. 

“‘T have all the insurance I want,’ he 


said. ‘I can’t pay for another dollar’s 
worth of insurance. I will prove it to 
you.’ 


“He went to his safe and brought out 
a bundle of policies and said: ‘You set 
down these premiums.’ He started call- 
ing them off—$280, $160, and so on, and 
when we had finished counting, he said 
‘Now, you add that up.’ 


“T added it up and it came to about 
$1,200, which he was paying annually in 
premiums to a number of life compa- 
nies. 

“‘T can pay $1,200 a year for life insur- 
ance, but I can’t pay another cent,’ he 
declared. 

“*That’s fine,’ I said, and started writ- 
ing out the application for $5,000. 

“What are you doing?’ he asked. 

“‘Writing out your application for an- 
other $5,000.’ 

“Didn’t I tell you I can’t pay any 
more ?’ 

“Yes but I included the cost of this 
policy in the $1,200.” 


GETTERS¢- 





t 


A distinguished 


The Life characteristic of the 
Underwriter’s — present period is the 
“Edge” fact that there is no 


acute shortage of 
money, says O. J. Arnold, president of 
the Northwestern National Life. Sav- 
ings bank deposits, the largest in history, 
and vast amounts of hoarded money tes- 
tify to that, he says, and adds: 

“Not lack of money, generally speak- 
ing, but lack of confidence in the future 
makes for the hesitancy in spending that 
retards business recovery. 


“This gives the life underwriters an 
‘edge’ on the salesman in other lines. 
Not that life insurance sales come easier 
than they used to; we all know there is 
increased sales resistance to be met with 
in our own business as in all others, al- 
though to a lesser degree in our own 
than in most. But the fact that this in- 
creased sales resistance on the part of a 
substantial portion of the public is not 
due to decreased buying power so much 
as to mistrust of what the future may 
bring, favors the alert man in our busi- 
ness who is aware of the prevailing de- 
sire for safe investment and who is ad- 
justing his presentation—his whole work 
plan, if need be—to take advantage of 
this desire which he has the means of 
fulfilling. 

“People will resume normal buying of 
goods when they are convinced they can- 
not buy cheaper by waiting. But the life 
insurance buyer never gains by waiting; 
on the contrary, he loses, as the pre- 
mium increases with each age change.” 

ee ee 


When the coach is 


Attending training the crew for 
to the a race he sings out, 
Task at Hand “Keep your eyes in 


the boat,” says Vice- 
President L. Seton Lindsey of the New 
York Life, writing in the company’s 
agency bulletin. A man can’t row his 
best if he’s looking at the scenery or 
turning his head to see what’s going 
on in another shell. 

It’s the same way in life, The land 
is filled with people today who worry 
about the five-year plan in Russia, the 
controversies in Italy, Germany, France 
and the world-at-large. Cracker-barrel 
philosophers like to tell those who will 
listen what ought to be done to cure 
the ills of the world. They mentally 
upset themselves and others and neglect 
the task in hand by discussing problems 
they know very little about. 

In Washington we have a President, 
a Secretary of State, a Secretary of the 
Treasury, and many other officials, each 
of whom has a job to handle. Let them 
attend to their jobs while you and I at- 
tend to ours. If everybody would devote 
his time and energy to the task in hand, 
and do it better than he ever did it be- 
fore, we would all go farther and faster 
than by permitting ourselves to become 
upset by worrying about outside mat- 
ters to the detriment of the work we 
have in hand and which we understand 
and know how to do. 















1851 Eightieth Anniversary Year 1931 


BERKSHIRE LIFE INSURANCE COMPANY is justly 

proud of its record for past year. 

The marked gain of insurance in force has resulted principally 

from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 
"Ask Any Berkshire Agent.” 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield Incorporated 1851 Massachusetts 








ASSETS GAIN NEARLY 15 MILLIONS 


Total Admitted Assets, December 31, 1930 


$148,905,570.40 


Total Admitted Assets, December 31, 1929 


$133,931,890.94 


Gain, 1930 over 1929 


$14,973,6079.46 
BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 -Des Moines, Iowa 





























| THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protection. 
Modern policies are issued on both Industrial and Ordinary plans from birth 
to Age 65 next birthday. The Home Life sales-kit means a whole family of 
potential policyholders back of every door-bell. 


THERE IS A HOME LIFE POLICY FOR EVERY PURSE AND PURPOSE 


OVER ONE HUNDRED MILLIONS IN FORCE 
Independence Square Philadelphia, Penna. 


Interested in Replies from Pennsylvania and Delaware. 
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The Formula a Success 


IFE INSURANCE can be explained in plain, everyday 
[- language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW York, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all Standard forms of life insurance. Disability and Double 
Indemnity Benefits. It has many practices to broaden and 
expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 
to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


President and 
DAVID F. HOUSTON Manager of Agencies 
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Not Cure Agency Ills 


NEED FOR QUALITY BUSINESS 





Sales Research Bureau Gives Results of 
Investigation Into Cost of Agency 
Operation 





It has long been believed that increased 
volume was the panacea for agency ills, 
says a recent report of the Sales Re- 
search Bureau, but the bureau’s investi- 
| sag proves this idea’to be a fallacy. 

oo often volume is attained at a cost 
which makes profit impossible, and where 
achieved without quality, it may make 
a bad situation worse. On the other 
hand, to stress quality at the expense of 
adequate volume is to neglect the possi- 
bilities of the situation and the obliga- 
tion to clientele and home office. 

It is the conclusion of the bureau that 
a successful manager for general agent 
must consider carefully the production 
of new business on the basis of volume, 
quality and cost. 

Financial success, it is the bureau’s 
conclusion, will depend principally upon 
whether or not the manager can keep 
cost and value in the proper relation. 
When he secures new business, what he 
does in effect is to buy a single premium 
annuity. The cost is the net first-year 
investment; the return is the net value 
of the renewal income which may rea- 
sonably be expected. The man who buys 
an annuity at a fair price has a good 
thing; the man who pays too much has 
made a poor investment. 


Operation Costs 


In order to determine cost in operat- 
ing an agency, the bureau has developed 
the following principles: 

1. The Cost of Handling Old Business, 
+The amount which will be spent to 
handle old business is very largely de- 
termined at the time the business is 
written and thereafter comparatively lit- 
tle can be done to change it. Conse- 
quently if the manager accepts improper- 
ly written business, he assumes a liability 
which will burden the agency for years 
thereafter. 

2. The Clerical Cost of Handling New 
Business.—For a given volume, when this 
cost is related to insurance or to premi- 
ums, it will vary with the size of the 
policy. When the policy is too small, 
practically the entire first year income 
is absorbed by clerical cost, with little 
é6r no margin remaining to cover the 
cost of selling. 

3. The Cost of Selling New Business. 
—In a given agency and for a given 
standard -of. service, sales cost will be 
determined by persistency of organiza- 
tion and. production per agent. 


Principles of Profit 


The bureau, through this study of 
agency costs, has also been able to de- 
velop principles which determine profit. 
As profit is the difference between gross 
income and expense, it can be increased 
by increasing gross income or decreasing 
expense or both. Greater volume does 
not necessarily mean greater profit be- 
cause in the attainment of that volume, 
éxpense may increase faster than income. 

otal profit, according to the bureau, 
lhould be regarded as the profit per unit 
imes the number of units sold. 

The problem of the general agent or 
manager is to increase the number of 
units sold without decreasing the profit 
per unit, and to increase the unit profit 
ps pom decreasing the number of units 
sold, 

The report discusses only the second of 
these ‘two alternatives—how the profit 
from a given unit of business can be 
increased. Gross income can be increased 
by writing a larger average premium per 
thousand, and by maintaining a better 
persistency. Expense can be decreased 
by increasing production without increas- 
ing first-year expense in proportion, by 
reducing the cost per collection, by re- 
ducing the number of semi-annual, quar- 





Western & Southern Pays Tribute to 
Mansfield Superintendent; Twenty- 
five Years with Company 
In appreciation of his twenty-five years 
of distinguished service with the com- 
pany, Charles Unger, superintendent for 
the Western & Southern Life in Mans- 





CHARLES UNGER 


field, Ohio, was given a banquet at the 
Leland Hotel, Mansfield, last Saturday 
evening. 

President Charles F, Williams inducted 
Mr. Unger into the twenty-five year class 
of the company’s Veterans Legion, and 
presented him with the emblems of gold 
for his long period of service. The ban- 
quet was attended by the entire agency 
force, their wives and officials from the 
home office. 

Mr. Unger first served the Western & 
Southern for nine years in Cincinnati 
and seven years in Richmond before be- 
ing placed in charge of the Mansfield 
district. This district now ranks among 
the company’s leaders. 








terly or monthly premiums, and by writ- 
ing a larger average size policy. 
Fifty Agencies Studied 

The above are the conclusions of a 
report on agency costs which the bureau 
has just released to its member compa- 
nies. The purpose of these studies by 
L. S. Morrison of the bureau staff has 
been to obtain actual field data on the 
cost of agency operation and the value 
of business to the general agent. Figures 
used as the basis of the studies were 
obtained by actual visits to fifty agencies 
throughout the United States. Nineteen 
are urban, twenty-five are urban and 
rural, and six are rural. In size as ex- 
pressed in production they vary from 
$1,700,000 to $50,000,000. 

The principles of agency costs are ap- 
plicable equally to both general agent and 
branch manager. Those which underlie 
profit are perhaps of less interest to the 
branch manager than to the general 
agent. 


Cc. B. O'CONNELL AETNA LEADER 

Charles B. O’Connell, affiliated with 
the Gilbert V. Austin agency of the 
Aetna Life in Brooklyn, is now Jeading 
in the Million Dollar Class of Aetna pro- 
ducers. Mr. O’Connell became associat- 
ed with the Austin agency last Decem- 
ber, after managing an agency for the 
Fidelity Mutual in Brooklyn. He had 
previously been one of the Aetna’s star 
producers. His clients include many 
people of wealth and also stars of the 
screen and theater. 


F. W. PATTEN APPOINTMENT 

Franklin W. Patten, who has been as- 
sistant general agent for the Aetna Life 
in Cincinnati, has been appointed gen- 
eral agent for the Franklin Life in the 
same city. He has established a repu- 
tation both as organizer and as per- 
sonal producer. 
































New York Life Agents’ compensation includes 
“Nylic,” a monthly payment beginning after two 
years’ service, based on previous production. This 
gives them a certain regular income increasing from 
time to time during the next 18 years, based upon 
the same annual production of new _ business. 
“Senior Nylics” have served a minimum of 20 years 
and are drawing an annuity, payable in monthly 
instalments, which will continue for life. Most of 
them are still active in writing new business, though 
they have the right to retire. 


New York Life Insurance Company 
51 Madison Avenue, Madison Square. 
New York, N. Y. 
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Merger of California 
Companies Is Effected 


NEGOTIATIONS FINALLY CLOSED 





California State Life Buys Western 
States Life; J. Roy Kruse to Head 
Organization 





Through its purchase of the Western 
States Life of San Francisco the Cali- 
fornia State Life of Sacramento will be- 
come one of the larger life companies of 
the West. Business in force of the com- 


bined companies will be approximately 
$270,000,000; assets will exceed $45,000,- 
000; and capital $1,750,900. The consoli- 
dation is the result of negotiations which 
have been under way for the past several 
months. 

J. Roy Kruse, president of the Cali- 
fornia States Life, will head the new 
company. Five of the present directors 
of the Western States will join the Cali- 
fornia State directors, thus making a to- 
tal of twenty-seven directors. The busi- 
ness of both companies will be consoli- 
dated as soon as possible. The purchase 
price of the Western States is said to be 
$6,500,000, part in stock and part cash. 
The California State Life is to pay $40 
cash and half a share of its stock for 
each share of Western States. 

The California State Life was organ- 
ized in 1910 and began writing business 
in 1912. During its twenty years of oper- 
ation its growth has been steady and it 
ranks high in the character of its finan- 
cial strength and management. In 1928 
the company purchased the stock and 
business of the Intermountain Life of 
Salt Lake City, thus adding more than 
$22,000,000 to its insurance in force. 

The Western States Life commenced 
business in 1910 and has also enjoyed 
steady and increasing prosperity, and is 
rated highly. Arthur D. King has been 
president. 





WRITES MILLION IN MAY 





Remarkable Record Made This Year by 
Hoyt M. Leisure, Occidental Life 
Representative 

More than $1,000,000 of new business 
was written during May by Hoyt M. Lei- 
sure, Occidental Life representative of 
Los Angeles. Three-fourths of this pro- 
duction was accompanied by checks for 
the annual premium. The business in- 
cluded: one $250,000 application; two 
$200,000 apps; four $50,000; one $26,000; 
one $15,000; one $12,000; eight $10,000’s, 
and a few smaller cases. 

So far in 1931 Mr. Leisure has aver- 
aged $437,500 per month in written busi- 
ness. He seldom has a rejection or rate- 
up, and seldom fails to deliver and pay 
for an issued policy. If he maintains 
his average for the balance of the year 
he should hit close to $4,500,000 in paid- 


for business. 


Benich Co. Gains 


(Continued from Page 1) 

port); stocks and shares, etc., of joint 
stock companies, 33.37% (32.84%); other 
securities, 7.97% (7.64%) ; and cash, 7.42% 
(7.22%). The proportion of life insur- 
ance held has not varied greatly in re- 
cent years, and in 1929 was 3.31%. 

In the following table it will be seen 
that in the case of estates of £5,000 and 
over the average amount of life insurance 
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FOR THE | 
AMBITIOUS AGENT 


Liberal Agency contracts, prompt, efficient underwriting 
service and quick payment of claims are some of the 
major qualities that make the Missouri State Life a most 


desirable Company for an Agency connection. 


The Company offers a multiple line of Life, Accident 
and Health, Group and Salary Savings Insurance—a 


Complete kit for the ambitious Agent who seeks oppor- 
tunity to build a profitable business. 


A BILLION AND A QUARTER 


of insurance in force. 


Missouri State Life 


Insurance 


Hillsman Taylor, President 
Home Office, St. Louis 


A GOOD COMPANY TO REPRESENT 


Company 








was not sufficient to meet even the estate 
duties : 


Average 

Estate No. Insurance 
£ 100—£ 1,000 32,591 £78 
£ 1,000—£ 5,000 31,571 £131 
£ 5,000—£10,000 7,233 £308 
£10,000—£15,000 2,787 £448 
£15,000—£20,000 1,505 £492 


Literature issued recently by one insur- 
ance office points out to the reader that 
he may obtain an indication of the 
amount for which his life should be in- 
sured from at least two sources. The 
income tax acts grant relief in respect 
of life insurance premiums up to one- 
sixth of the taxpayer’s total income. The 
workmen’s compensation acts legislate 
that the widow and children of a man 


whose earnings were, say, £4 per week, 
may be entitled to, say, £600, or roughly 
three years’ earnings. \ 

The actual position falls short from 
these standards or minimums. It can 
be shown, for example, that the average 
life insurance under an estate of £200 
is £34, and on an estate of, say, £700, 
the average life insurance is but £56, and 


so on up the scale. 

It would thus appear that provision for 
death by life insurance is placed very 
low on the financial budget of the aver- 
age citizen. The large sums levied for 
estate duties must inevitably in the course 
of a few years reduce the wealth of the 
individual and the state unless provision 
is made to meet them during life. 





business. 


110 Fulton Street 3? 





WANTED:A progressive life insurance Agency representing an old estab- 
lished New York Company offers an unlimited opportunity to a man of good 
reputation and large acquaintance; one who can induct and train new men for 
this business and is capable of establishing contacts with brokers for surplus 
Write giving complete particulars regarding your ‘qualifications. . 
Box No. 1172 
THE EASTERN UNDERWRITER 


23 New York City 











GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. sucker 





ciated 


Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Aive.—LEXington 6715 





245 Fifth A »- ASHland 1772 
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Robert J. Merrill Heads 
United Life, Concord 


HOLLIS CHAIRMAN OF BOARD 





Company to Continue Business Inde- 
pendently; Merger Negotiations 
Dropped 


Robert J. Merrill has been elected 
president of the United Life, simul- 
taneous with the dropping of negotia- 
tions looking to the merger of the com- 
pany with the Ohio National Life. 

When the board of directors originally 
voted in favor of the merger a few weeks 
ago Mr. Merrill, then vice-president, re- 
signed from the board. With the ending 
of negotiations for the merger Allen 
Hollis, who had been president since 1923, 
became chairman of the board. John V. 
Hanna has been made vice-president and 
actuary. Ralph K. Jordan succeeds him 
as secretary, being promoted from assis- 
tant secretary. Warren E. Cutting be- 
comes assistant secretary. The other of- 
ficers are Eugene E. Reed, second vice- 
president and superintendent ‘of agents; 
Robert D. Fletcher, treasurer; Dr. Rob- 
ert J. Graves, medical director; F, Ed- 
ward Rushlow, manager claim depart- 
ment and A, H. Amsden, assistant medi- 
cal director. 

Mr. Merrill, who was formerly insur- 
ance commissioner of New Hampshire, 
joined the United Life & Accident in 
1917. The company was organized 1913. 

The field force has been observing 
June as Eugene E. Reed month, despite 
the negotiations that were going on. 


A. B. DAWSON DIES 











Consulting Actuary, Son of Miles M. 
Dawson, Reported as Suicide in New 
York Hotel 
Alfred B. Dawson, member of the firm 
of Miles M. Dawson & Son, consulting 
actuaries, New York, was found dead in 
his rooms in a mid-town hotel this week 
having shot himself through the head. 
His father, Miles M. Dawson, one of the 
most widely known actuaries in the coun- 
try, who was associated with the Arm- 
strong committee in its investigation of 
life insurance and is the author of a 
number of actuarial and other books, 
called at the hotel to see his son and 
discovered his death. Mr. Dawson said 
his son, who was 48 years old, had been 

depressed for some time. 


HOY AGENCY OUTING 

The Ernest C. Hoy agency of the 
Canada Life in Newark enjoyed a two- 
day outing on Tuesday and Wednesday 
of this week. Golf was played on the 
Lakewood course on Tuesday, after 
which the agency members went on to 
Beechhaven, N. J., for fishing. 


ARNETT MONTH 
July is being observed as Arnett Month 
by the Inter-Southern Life in honor of 
the company president. 








MAY ORDINARY DOWN 16% 





New England States Only 4% Below 
1930 Volume; Middle Atlantic 
States, 12% 

Ordinary life insurance sold in the 
United States in May was 16% below 
that purchased in May, 1930, according 
to the latest figures of the Sales Re- 
search Bureau and based on the expe- 
rience of seventy-six companies having 
88% of the total ordinary outstanding 

in the country. 

The general decrease in sales in May 
was experienced in every section of the 
country. The New England states 
showed the smallest loss and were only 
4% below the 1930 volume for the month. 
Two states in this section, Maine and 
New Hampshire, increased their produc- 
tion, they being the only two states in 
the country to record gains, Next to the 
New England section, the Middle Atlan- 
tic states had the best experience for 
the month. These three states pay for 
about one-third of the new insurance sold 
in the country. Their sales in May aver- 
aged 12% below those of May, 1930. 





CLEVER ADVERTISING 
Stebbins, Leterman & Gates Makes Use 
of Newspaper Life Insurance Ques- 
tionnaire to Advantage 
Making use of some questionnaire re- 
sults which had been published in the 
New York Daily Mirror, Stebbins, Leter- 
man & Gates, insurance brokers of New 
York City, came out last week in the 
newspaper with an attention-arousing 
advertisement. The Mirror had asked 
the following question to five persons: 
“A man supporting his wife and three 
children on a $60 a week income is faced 
with the necessity of providing insurance 
protection. What proportion of his in- 
come do you think reasonable for this 

purpose ?” 

It was the consensus of opinion among 
the five persons answering that this man 
could afford to spend 10% of his salary 
or $6 weekly for insurance, thus buyine 
$10,000 to $12,000 protection. The insur- 
ance firm builds up their advertisement 
around this idea and quotes rates at the 
various ages. It brings out that a man 
earning $60 weekly can, by a relatively 
small outlay, afford to own from $10,800 
to $18,000 life insurance. 





R. W. CAMPBELL APPOINTMENT 

Richard W. Campbell has been ap- 
pointed manager for the Fidelity Mutual 
in Altoona, Pa., with offices in the Al- 
toona Trust Building. Mr. Campbell has 
made some excellent production records 
during the past few years with the 
Equitable of Iowa. 





$5,000 APP DINNER TICKET 
At a luncheon sales meeting of the 
Nathan Benedict agency of the Continen- 
tal Life in Philadelphia last week each 
agent attending had to bring a $5,000 ap- 
plication for admittance. 
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YOUR GOAL? 


Is it to sell life insurance for a 
company having a reputation of 
more than half a century of fair 
dealing? Is it to make a live and 
let live contract with a company 
offering close Head Office coopera- 
tion, modern policy forms and a 
successful lead service? 


Fidelity is such a company 
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in force, is financially solid and 
steadily growing. 
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Thirty-three Years Serving the Public Need 


THE COLONIAL LIFE INSURANCE CO. 


Of America 
Incorporated 1897 under the Laws of New Jersey 


Home Orrice: JeErsEY City, New Jersey 
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JAMES P. HEWITT DEAD 

Former Judge James P. Hewitt, presi- 
dent of the National Life of Des Moines 
since 1914, died last Friday at his home 
near Des Moines, after a long illness. 
He was born in Pennsylvania sixty-seven 
years ago and went to Iowa with his 
parents when a child. He was active in 
the civic and social life of Des Moines. 
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WORK AND PLAY 


A very significant thought came out 
of the meeting in connection with the 
outing of the J. C. McNamara Organiza- 
tion at Metropolitan Manor Club, Briar- 
cliff, N. Y., last week. 

It was not a new thought but was 
aptly emphasized by J. C. McNamara, 
manager of the agency and others of the 
leading producers of that office including 
Al Siegel, Carl Wilson and Don Russell. 
It was the suggestion that members of 
the McNamara Organization inject just 
as’ much play into their work as they 
make work oftheir play. 

The speakers had authority behind 
what they were saying because Carl Wil- 
son who in the first seventeen days of 
June had turned in production in the 
McNamara Organization covering twen- 
ty lives. In achieving this he ran out 
in front of Al Siegel who had for a long 
time led the McNamara Organization in 
that connection. Siegel was not far be- 
hind, however, as he turned in business 
on eighteen lives and several other mem- 
bers had business covering from sixteen 
down to nine lives. 

These men literally live their business 
and they live it enthusiastically. They 
get great fun out of their achievement. 
They play just as hard at their work as 
they work at their play. 

This was also emphasized on the out- 
ing of the J. Elliott Hall Agency held at 
Vallevue Farm, Morristown, N. J., last 
Friday in a real old-fashioned tug of 
war. If the twenty-four men, twelve at 
each end of that rope, put as much play 
into their work as they did work into 
that frolic the present depression, as far 
as life insurance production is concerned, 
in their particular cases would certainly 
be short lived. 





A COMMENDABLE ACTION 


The action of the commissioners’ con- 
vention last week in giving approval to 
an emergency compensation rate in- 
crease is commendable in view of the 
serious situation now confronting that 
line of business. Acting wisely the car- 
riers frankly put their cards on the table 
before the state supervising officials, 
pointed to an underwriting loss over a 
long series of years which has mounted 
rather than diminished, and explained 
how present conditions have tended to 
make a bad state of affairs worse rather 
than better. 

It was generally recognized that the 
tendency of compensation rating plans 


now in force is to produce inadequate 
rates and that a continuation of these 
conditions may imperil the condition of 
compensation carriers. At the same time 
the commissioners, it is observed, indi- 
cated that their open approval to rate 
increases did not in any way remove 
from the carriers the obligation to pro- 
ceed temperately and in a manner which 
would carry the weight of justification 
before the respective state officials. 

From another angle—that of effecting 
economies and eliminating items of ex- 
pense from the present rate setup—the 
commissioners’ convention was justified 
in asking the companies to make an im- 
mediate investigation to see what items 
of cost could be eliminated. It is to be 
hoped that such disturbing factors as 
rate competition and improper payroll 
audits will be conspicuous by their ab- 
sence when this investigation is com- 
pleted. 





WISCONSIN SUPERINTENDENT 





H. J. Mortensen Appointed; Has Been 
Lawyer, Banker and School Prin- 
cipal; Starts July 1 
Harry J. Mortensen has been appoint- 
ed Wisconsin insurance commissioner, 
succeeding M. A. Freedy, in office during 
the past four years. Governor LaFol- 
lette’s appointment is expected to be con- 
firmed by the senate, and Mr. Morten- 
sen will take over his duties on July 1. 
He first became connected with insur- 
ance matters when a member of a legis- 
lative committee which made insurance 
investigations a few years ago. Mr. Mor- 
tensen has long been a close associate of 
Herman L. Eckern, prominent in insur- 

ance circles in Wisconsin. 

Mr. Mortensen is a native of Wiscon- 
sin. After being graduated from Stevens 
Point Normal School he was made prin- 
cipal of the Cadott High School. Fol- 
lowing two years in this position he re- 


signed to take up the study of law at 
the University of Wisconsin, being 
graduated in the class of 1902. He was 
city attorney of New Lisbon, Wis., where 
he lives, for four terms, district attorney 
of Juneau County, and he was elected 
to the assembly in 1908. Since then he 
has been engaged in the practice of law 
and banking at New Lisbon. 





Gail Evans, son of W. G. Evans, 
Steubenville, Ohio, manager for the 
Equitable of the District of Columbia, 
will sail for England as a member of the 
American Rifle team on July 10. He 
will compete in the international match 
at Bisley, England. He is a graduate of 
the Steubenville High School this year. 
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CECIL F. SHALLCROSS 





Cecil F. Shallcross, United States 
manager of the North British & Mer- 
cantile, arrived in England this week on 
the Majestic. He sailed from New York 
last Friday night accompanied by his 
daughter, Miss Betty Shallcross. They 
are going to visit the home office of the 
company in London. 

a ee 


Harry V. White, statistician of the 
Travelers Fire, celebrated his thirtieth 
anniversary with the Travelers organi- 
zation last Friday at the home office in 
Hartford. He received several presenta- 
tions of flowers and also a chest of ster- 
ling silver given him by his co-workers 
in the office. Mr. Waite was chief clerk 
in the casualty actuarial department and 
then statistician before the founding of 
the Travelers Fire in 1924. He is a mem- 
ber of the Casualty Actuarial Society 
of America and the Fire Insurance Ac- 
countants Association and is an associate 
of the Casualty & Surety Statisticians 
Association. 

a oe 

J. Mitchel Thorsen, president of Thor- 
sen & Thorsen, Inc., insurance brokers 
of New York City, is gaining some news- 
paper experience to add to his long in- 
surance experience. He is contributing 
an insurance article once a week to the 
Bronxville Press. His first article cov- 
ered the subject of “bootleg” coverage. 


* * x 
A. J. Donahue, actuary of the National 
Automobile Underwriters’ Association, 


left last week-end for a vacation in Col- 
orado with his family. They are making 
the trip there and back by automobile. 
He will return to New York shortly after 
the Fourth of July. 

+ ey oe 


Charles Button Coulbourn, actuary of 
the Virginia Insurance Department, is 
the proud father of a son, Charles But- 
ton Coulbourn, Jr., born June 13. The 
youngster is a great nephew of Colo- 
nel Joseph Button, former Virginia com- 
missioner of insurance. 

* * OK 


Hendon Chubb, head of the marine 
underwriting office of Chubb & Son, is 
doing some salmon fishing now in north- 
ern Canada. He has a large privately 
owned section of land there through 
which runs a stream rich with salmon 
and other game fish. 

a 

Charles A. Cushman, an examiner in 
the Canadian department of the Aetna 
(Fire) has passed his twenty-fifth anni- 
versary with the company. 





WALTER E. BATTERSON 





Walter E. Batterson, mayor of Hart- 
ford and former officer of the Travelers, 
has been elected permanent secretary- 
treasurer of the group of American may- 
ors which has been visiting France. The 
election took place on the Ile de France, 
homeward bound. Mayor Batterson fig- 
ured in the dispatches which were cabled 
across to newspapers here when he ad- 
mired a cathedral in a little French town. 
“T wish we had one like that in Hart- 
ford,” he said to the guide. But the 
guide answered that it had taken four 
hundred years to build the cathedral, 
which is more years than Hartford has 
existed. The mayors returned this week. 

* * * 


B. N. Mills, secretary of the Bankers 
Life of Iowa and chairman of the life in- 
surance section of the Insurance Adver- 
tising Conference Program, recently 
underwent a very serious operation, so 
serious that Gerard S. Nollen, president 
of the Bankers Life Company has asked 
the Insurance Advertising Conference to 
relieve Bert of the arduous task of com- 
pleting that section of its program given 
into his hands. This information will be — 
received with a great deal of concern by 
Bert’s hosts of friends both in and out 
of the Insurance Advertising Conference. 
He has ever been popular and has dis- 
played marked ability in his work among 
life insurance company executives and 
advertising men, all of whom will be 
rooting long and hard for a speedy and 
fine recovery. 


* * * 


N. B. Bassett of the General Adjust- 
ment Bureau has celebrated his twenty- 
fifth anniversary as secretary of that or- 
ganization. The occasion was marked 
last week in the New York office by the 
presentation to Mr. Bassett of a hand- 
some wrist watch by the executive offi- 
cers of the General Adjustment Bureau 
at a luncheon at the Drug & Chemical 
Club. When Mr. Bassett arrived at his 
office that morning he found his desk 
adorned with a handsome bouquet of 
twenty-five American Beauty roses given 
by the clerical force. 

+ + ss 


Ernest W. Owen, manager for the 
Sun Life in Detroit, sails from Quebec, 
Ont., tomorrow for a six weeks’ vaca- 
tion in Europe. Mr. Owen was one of 
the first insurance men to enlist in the 
United States forces during the World 
War, spending twenty-three months 
overseas, and he is looking forward to 
visiting old scenes and the battlefields 
of France. 
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Many Titled Members of Lloyd’s 


Lloyd’s of London has issued its 1931 
list of members, and this shows that 
there are 1,447 members of the under- 
writing group, as compared with 630 in 
1914. During the year twenty-four more 
peers of the realm have become members 
of Lloyd’s. 

Among them is the Admiral of the 
Fleet, Earl Beatty, whose exploits in 
the sea battles of the Great War are 
well known. Earl Beatty married the 
only daughter of Marshall Field of Chi- 
cago in 1901. 

Another new member is the Earl of 
Darnley, who owns a beautiful and spa- 
cious estate at Cobham, Kent, a village 
made famous by Charles Dickens. The 
“Old Leather Bottle” at Cobham, immor- 
talized in “Pickwick Papers,” is a favor- 
ite place of American tourists, and Lord 
Darnley’s estate, with its wonderful 
rhododendrons, is well known to thou- 
sands of Americans. 

Then there is the Marquess of Caris- 
brook, a cousin to King George and son 
of the Princess Beatrice. His home, 
Carisbrooke Castle, is in the Isle of 
Wight. Lord Bledisloe is another new- 
comer to Lloyd’s. Before he was creat- 
ed a peer in 1918 he was Sir Charles 
Bathurst, lawyer, farmer and Privy 
Councillor. 

Other titled new members are Lord 
Lloyd, late High Commissioner for 
Egypt and the Sudan, and Viscount Er- 
leigh, the eldest son of Lord Reading, 
Britain’s special ambassador to the 
United States in 1918 and Viceroy of 
India from 1921 to 1926. 

* * * 


The Start of a Large Agency 


In the late Eighties a young man fresh 
out of college returned to his home 
town. He was short of cash and busi- 
ness experience but long on personality, 
enthusiasm and energy of Irish extrac- 
tion. He was blessed with native wit 
and a powerful baritone voice. With 
these assets he started in the insurance 
business and for some time the going 
was rough. He occupied desk room in a 
large office and hired a clerk in that 
office to write his policies after hours 
but he plugged along and steadily in- 
creased his business and soon had a 
small office of his own. 

His vocal talents were given freely to 
all affairs, especially charity concerts and 
his services were always in demand. In 
this way he formed the acquaintance of 
a large leather manufacturer whose busi- 
ness was controlled by an old time agent 
of English extraction, of an arrogant 
nature but well versed in the insurance 
business. 

The young man solicited the manufac- 
turer—he had little to offer—he could 
not reduce the rates which were made 
on judgment at that time and the older 
man had more influence than the young 
man. Also he could not improve the 
form of coverage. The manufacturer 
felt‘ under obligation to the young man 
for aiding his pet charity so listened 











carefully to his arguments but was not 
convinced that a change was desirable. 

In desperation the young man re- 
quested the privilege of examining the 
policies. Suddenly he exclaimed, “Look, 
here are two policies that are not signed. 
Also note that these contracts clearly 
state that ‘unless countersigned by “a 
duly authorized agent, this policy is not 
valid... What would happen had a fire 
occurred? Can you afford to take such 
chances ?” 

It was only a clerical error but the 
young man secured the business. With 
this start he progressed rapidly and 
eventually became one of the largest 
agencies. Although he has now “passed 
on” the business continues under the su- 
pervision of his son who possesses all 
the lovable traits and business acumen 
of his father. 

That was the real start of the Joseph 
M. Byrne Agency of Newark. 

es 


When Loafing Helped 

Keeping your spirits on an even keel 
these days in the life insurance produc- 
tion end of the business is sometimes 
rather difficult even for the most optimis- 
tic of managers. For this reason it was 
interesting to hear the other day of how 
one general agent, whose office had re- 
ceived an unprecedented number of home 
office rejections, closed up his desk, left 
the city for the wide and open recrea- 
tional spaces, and came back four days 
later considerably refreshed in mind and 
body. It was the tonic he needed to 
get back the proper prospective. The 
best part of this story is that this month 
his office has hit it off at a fine pace 
and will make up for the ground lost 
in May. 

* * * 


What Transamerica Corp. Owns 


Transamerica Corporation, which is the 
holding company of the Giannini or- 
ganization, in addition to owning out- 
right the Pacific National Fire and the 
Occidental Life, has shares of the Cali- 
fornia State Life, Fireman’s Fund In- 
demnity, Pacific Indemnity and Pacific 
Mutual Life. There are six minor hold- 
ing companies under Transamerica Corp. ; 
Transamerica Bank Holding Co., Trans- 
america Mortgage Holding Co., Trans- 
america Insurance Holding Co., Inter- 
Continental Corporation (Investment Se- 
curities), Transamerica Public Utilities 
Holding Co. and Transamerica Service 
Co. 

ee! « 


Companies Must Use Own Name in 
Spain 

Foreign companies doing business in 
Spain must use their original names in 
all advertisements, the Ministry of Labor 
has decreed. The names must be those 
used in the country of origin. Added to 
this must be a note indicating clearly 
the nationality of the company. For in- 
stance “A French Fire. Insurance,” un- 
less the name already contains such in- 


formation. A Spanish translation of the 
name may be added. 
ete 
Mental Reservations 

In the days of jurisdiction over rates 
in New Jersey by the Underwriters’ As- 
sociation of the Middle Department it 
was customary to form local boards in 
cities or counties according to the pre- 
vailing conditions. 

In one county the committee in charge 
had labored for many months to organ- 
ize a local board. Finally the objections 
of the various agents had been overcome 
and a general meeting was called for or- 
ganization and signing of the agreement. 
One of the oldest agents, however, was 
not in sympathy with the movement and 
had objected strenuously to the adoption 
of any agreement. When called upon to 
sign he said, “Gentlemen, I do not ap- 
prove of this agreement but realize I 
must sign. I am doing so, however, with 
mental reservations.” 

This incident occurred many years ago. 
One wonders if any present day agree- 
ments were signed with the same stipu- 
lation but not publicly expressed in view 
of the current charges of violations. 

te ae 


British Newspaper Issues Insurance 
Supplement Weekly 

The London Evening Standard has 
commenced to run an insurance supple- 
ment as a weekly feature. The first is- 
sue consists of only four pages but will 
probably be enlarged as time passes. It 
is reported that this is the first time that 
any British newspaper has deemed it 
worthwhile to publish such an addition 
to its pages as a regular feature. 

This initial insurance supplement of 
the Evening Standard is devoted to life 
and automobile protection. There are 
several advertisements and also a page 
of names of incorporated insurance 
brokers in London and other parts of 
England. One article deals with the de- 
sirability of group insurance and another 
compares investments in life insurance 
with those in stocks. The conclusion is 
that the insurance investment is safer 
and also provides for growth of the cap- 
ital sum. 

* * * 
A Fieldman Who Cultivated His 
Social Contacts 

In the old days when fire company spe- 
cial agents traveled by train or horse and 
buggy, instead of by motor car as today, 
cultivating local agents’ business they 
spent a lot of time evenings calling on 
their agents after supper. Many of these 
agents had their offices in their homes 
and the special when calling would visit 
a representative’s whole family socially. 

One of the old time specials who later 
became president of one of the large 
fire insurance companies was among the 
most popular and highly respected of 
the fieldmen in the Middle Department 
territory. He was noted for his constant 
praising of the bread baking of the wives 
of his local agents. As a consequence 
there was nearly always a freshly baked 
loaf for him to take away when he left 
an agent’s home and to this day few 
have discovered what he did with all the 
bread he accumulated on any one week’s 
trip. He was fortunate that the vari- 
ous local producers’ wives did not meet 
to compare notes on his commendatory 
remarks about “the best bread I ever 
tasted.” 

* * * 


One Quiet Winter Night at the 
Salvage Corps 

February 8, 1895, proved a real night 
for a special agent who had elected to 
sleep at the Newark Salvage ‘Corps and 
a tragic one for a prominent Newark 
manufacturer who had failed to secure 
proper insurance coverage. 

The special agent spent the day at 
Long Branch, returning on the late 
afternoon train. Snow had been falling 
all day and upon arriving at Newark he 
found the trolley service disorganized 
(no taxis in those days and only a few 
horse drawn. cabs) so he decided to spend 
the night at the Salvage Corps rather 


than attempt to reach his home. There 
was always an empty bed and plenty of 
good fellowship. 

He walked to corps headquarters. Soon 
a pinochle game was in progress and 
everyone settled back for a quiet night. 
Then, bang—the gong, 1-1—1—Station 21, 
Broad Street, opposite Mechanic Street, 
not a long run, but a bad district. The 
first detail responded. A few minutes 
later a second alarm and a call for the 
second detail responded with them; snow 
still falling—going hard—fire in a ten- 
ant manufacturing plant .in Mechanic 
Street. Quite a heavy loss. 

Both details returned to quarters about 
two and one half hours later. Wagons 
reloaded, horses rubbed down—some of 
the men going to bed and the pinochle 
game started again. 

Then, the gong—1-1-1——1-1-1-1-1-1— 
36, Market Street Station—first detail off 
in good time; then a second alarm; then 
a third alarm. The fire was in a sad- 
dlery hardware factory in Ward Street. 
It was a hot one, starting in the elevator 
shaft and going up through the roof. 
Snow was still falling, making it hard 
going for the horses already tired from 
the first fire. 

This was a hard fire to fight and the 
men suffered severely from cold. Finally 
the second detail was ordered back to 
quarters; wagon reloaded, horses rubbed 
down and waited for the first detail to 
return. It was now about 4 A.M. and 
then, the gong 1-1-1-1-1-1-1——1-1-1—73. 
Second detail responded, a long run— 
snow still falling and now very deep— 
horses tired and only able to trot a short 
distance, then walked the balance—no 
fire. 

Returning to quarters about an hour 
later they found the first detail in quar- 
ters. The horses again were cared for 
and the corps members changed to dry 
clothes. It was now about 5:45 A.M— 
eevryone tired out but no use going to 
bed as the first detail would soon leave 
for breakfast at 6:30. 

Then, bang—the gong—l—1-1-1-1-1-1-1 
—Station 17, Broad Street at Center 
Market (now Raymond Boulevard). It 
had stopped snowing but the going was 
very bad. The corps arrived in good time 
and found a defective furnace had fired 
the old office of the Newark Fire Insur- 
ance Co. then on Broad Street. It was 
quickly extinguished with only a small 
loss and the men were soon back at 
quarters. 

“Well, it’s all in a night’s work,” re- 
marked Superintendent Meeker as he 
started for breakfast. 

Manufacturing saddlery hardware was 
at that time one of Newark’s leading in- 
dustries. The japanning and buffing 
processes employed made it quite haz- 
ardous and numerous fires resulted from 
improper caring for these. The owner 
of the Ward Street plant had started in 
a small way and by energy and thrift 
had developed into one of the leaders in 
his line. 

He was, however, of the old school, 
loathe to make changes or improve- 
ments to lessen the manufacturing haz- 
ards or make structural betterments and 
as a result his insurance rate was high, 
too high in his opinion—he rebelled—but 
would not listen to suggestions from his 
broker which would permit a reduction 
of insurance costs. 

At that time a number of alleged 
Lloyds of questionable financial stability 
were operating throughout the country. 
They flourished for some time by order- 
ing a low rate but soon became finan- 
cially embarrassed and later on were 
driven out of business, leaving many un- 
paid claims. This manufacturer dropped 
his stock fire insurance policies and 
placed his business with companies of 
this type, remarking to his broker, “Well, 
I am getting my insurance cheaper and 
not spending money for the foolish im- 
provements you suggest.” 

After his property had been destroyed 
he tried to collect his loss but in vain. 
The companies were insolvent. He was 
ruined financially and the work of a life- 
time gone. 
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Goodwin Holds Branch 
Office Extension the 
Doom of Local Agent 


BITTERLY 


ASSAILS SYSTEM 


National Ass’n President Says Not Even 
Small:-Town Agents Are Immune to 
This Threat to Their Existence 








One of the most determined and vig- 
orous broadsides against fire and cas- 
ualty company branch offices yet deliv- 
ered by Percy H. Goodwin, president of 
the National Association of Insurance 
Agents and staunch defender of the 
American agency system, was contained 
in a lengthy address on this subject given 
by him on Wednesday at Poland Springs, 
Me., before the annual meeting of the 
New England Associations of Insurance 
Agents. Concluding his talk Mr. Good- 
win said that every appointment of a 
non-policy writing agent by a company 
or its branch office is a direct blow aimed 
at the heart of the American agency sys- 
tem and every branch office established 
a menace to its future. 

Mr. Goodwin told the New England 
agents that unless the spread of branch 
offices is stopped the American agent of 
today is doomed without reference to 
the size of the city or town in which 
he resides. He warned those agents not 
located in large cities that the branch 
office menace was their problem as well 
as that of the big city producers, for 
none is immune. 

The speaker expressed the hope that 
the agents of the country will be able 
to know definitely; which companies be- 
lieve in the American agency system and 
which are leaning toward the branch of- 
fice method. He believes that if a dis- 
tinct line could be drawn between the 
company management of the two schools 
of thought the agents in justice to them- 
selves would represent only those com- 
panies which favor the present method 
of agency operation. 

Pernicious Type of Branch Office 

“We are dealing here with the type 
of branch office, fire and casualty, that 
has heen in existence for many years, 
but which is spreading as never before. 
At some later date, I want to tell the 
agents of the country details of a newer 
and even more pernicious specimen of 
branch office—the type which is re- 
sponsible for depriving agents of even 
the infinitesimal commission allowed on 
the Hoover Dam construction bond; the 
type that paid the commission on the 
abandoned San Gabriel bond to a politi- 
cal agent; the type that approaches and 
makes contracts directly with banks, con- 
tracting firms and other large assureds, 
making it impossible for agents to render 
service and secure business.” 

Production branch offices tend to dis- 
rupt agency conditions in the localities 
where they are operated, said Mr. Good- 
win, and develop unfair competition to 
the companies which are obtaining their 
business through the recognized agency 
channels. Such offices, if allowed to mul- 
tiply unchecked, he says, result in the 
ultimate elimination of the insurance 
agency and will bring about an inordi- 
nate increase in the acquisition cost of 
the business. 

“The branch offices now conducted af- 
ford ample illustration of the type of 
producer they engender,” Mr. Good- 
win continued. “To them are attached 
every known classification of the unem- 
ployed, chiropractors, store clerks, police- 
men, firemen, garbage collectors, street 
sweepers, and so on down the list of 
every known profession, vocation and oc- 
cupation. Apparently the only prereq- 
uisite the branch office requires of its 
producer is the ability to procure a sin- 
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FIRE INSURANCE 


F. I. A. Extra Covers 
Must Be Charged For 

RATES ARE ON FILE IN N. Y. 

Supt. Van Schaick Informs Factory 


Ass’n That Policies Cannot Be 
Broadened Free of Charge 








Insurance Superintendent George S. 
Van Schaick of New York has notified 
Manager H. P. Smith of the Factory 
Insurance Association at Hartford that 
the proposal of the F. I. A. that its mem- 
bers include several additional hazards 
in their present coverage without mak- 
ing corresponding additional charges is 
not approved by the New York State 
Insurance Department. These extra cov- 
erages include riot and civil commotion 
damage and aircraft property damage. 
Superintendent Van Schaick investigated 
these recommendations to the F. I. A. 
members and after concluding that they 
constituted violations of the New York 
rating laws sent the following letter to 
Mr. Smith: 

“This department is in receipt of a 
copy of your announcement dated May 
18, 1931, sent to all policyholders except 
those in the State of New Jersey, where- 
in you announce that outstanding policies 
are extended, without additional pre- 
mium consideration, to cover the hazards 
of riot and civil commotion and aircraft 
damage. Inasmuch as the companies 
that comprise your association have on 
file rates and forms for these coverages 
you are advised that the extension of 
these hazards without proper charge is 
in violation of Sections 141 and 141 (b) 
of the New York State Insurance law. 

“If the policies covering property in 
New York State have been extended as 
would appear from your announcement, 
you are requested to notify your mem- 
bers that the proper premium must be 
charged on each policy thus extended. 
Your further advices in this connection 
will be appreciated.” 





OKLA. FIGHTS RATE CUTTING 

The State Insurance Board of Okla- 
homa is planning to take immediate ac- 
tion to prevent an insurance rate-cutting 
war in that state by cancelling licenses 
of agents and penalizing companies 
found guilty of selling insurance at cut- 
rates, according to William Murdoch, 
secretary of the board. He said he has 
received notices of rate violations by 
agents both with and without the knowl- 
edge and consent of their companies. 





PHOENIX PERSONNEL CHANGES 

The Phoenix Assurance announces 
that P. J. Pybus, M.P., has been elected 
chairman of the company in place of 
Sir Gerald H. Ryan, who has relin- 
quished his office as chairman but con- 
tinues as a director. A. M. Walters and 
Sir Thomas Royden have been elected 
deputy chairmen. 








George Washing ton and 
the Sculptor’s I nsurance 


i HE dedication of Houdon’s statue of Washington 
by the historian of the Bicentennial Commission at Richmond, May 14, 
reminds us that the institution of Life Insurance was touched by romance 
when George Washington sat to the great Houdon, the sculptor who executed 
his statue in 1785. 


Though a great artist, Houdon was far from being an impractical idealist. 
When offered the commission to come to America and make a bust of 
General George Washington, he hesitated to accept. Travel was hazardous 
in those days and Houdon feared leaving his loved ones unprovided for in 
the event of his death while executing his commission. 


Accordingly he agreed to accept the commission on one condition—that 
the State of Virginia, for whom the statue was to be made, insure his life for 
the benefit of his dependents. 


There was no life insurance available in America at that time and there 
were many difficulties and delays in getting the risk underwritten. But the 
contract finally went into effect on the 12th of October, 1785, for six months 
—long enough for Houdon to model the bust and return to France, where 
he completed the only original life sized figure of Washington in existence, 
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for the State Capitol in Virginia. 
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New England Needs 
Model Arson Laws 


SEVERAL STATES LAG BEHIND 
Percy Bugbee of N.F.P.A. Holds Massa- 


chusetts, Connecticut, Vermont and 
. Maine Should Revise Laws 





Defects in the arson laws of all except 
two of the New England states make 
the burning of property with intent to 
defraud easier in New England than any 
other section of the country, according 
to Percy Bugbee, assistant managing di- 
rector of the National Fire Protection 
Association.. Speaking before the New 
England Association of Fire Chiefs at 
Boston this week, Mr. Bugbee revealed 
that New England lags behind the rest 
of the United States in the adoption of 
model arson laws. : 

“The model arson law clearly and sim- 
ply defines the various degrees of arson. 
It has been subjected to review of the 
courts and deemed adequate to cope 
with every character of incendiary fire 
with which every community is menaced 
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today. The law is full, fair, and just, 
and does not further any interest other 
than the safeguarding of property and 
personal rights in the community as a 
whole.” 

Despite defects in their present laws, 
the states of, Maine, Vermont, Connecti- 
cut and Massachusetts have not yet 
adopted the model arson law, although 
it has been brought before the legisla- 
ture of each state. In some states the 
penalties are so severe that convictions 
are extremely rare. In others: the fail- 
ure of existing legislation to close many 
loop-holes for the professional fire-bug - 
makes: convictions equally difficult. 


KILLS LIQUIDATION FEES 








Illinois Appellate Court Holds H. V. 
Bailey Allowed Too Much to Li- 
quidators of Marquette Nat’! 

The Appellate Court of Illinois this 
week decided that H. V. Bailey, former 
state director of trade and commerce, is 
liable for several thousand dollars paid 
by him as official liquidator of insurance 
companies to various attorneys who rep- 
resented him. The decision arose out of 
complaints of certain claimants in the 
liquidation of the Marquette National 
Fire who contended that fees of $22,100 
paid by Mr. Bailey out of the funds of 

the defunct company were excessive. 

The fees, which Mr. Bailey will be 
liable for in the Marquette National case, 
include $17,500 paid to E. J. Hennessy as 
solicitor for the receiver; $1,000 paid to 
R. J. Potts as attorney for the corpora- 
tion, and $3,600 of the total of $16,200 
which was paid to H. J. Bailey, brother 
of H. V. Bailey, as special liquidator. 
The court held that the state attorney- 
general is the sole legal representative 
of the executive officers of the state. 





N. J. LOSSES DROP 


Estimated fire losses for New Jersey 
for the first half of June have been put 
at $250,000, the lowest in many years 
according to local underwriters. 
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LIVERPOOL & LONDON & GLOBE'S 
FINE GROWTH IN AMERICA | 


Out of ancient Liverpool, traditional 
trade center of the British empire, the 
Liverpool & London & Globe has grown 
into one of the world’s most important 
international insurance companies. 

Swinton Boult, a Liverpool broker, was 
the original promoter of the company. 
Early in the last century he became in- 
spired with the idea of establishing a 
local company to combat the excessive 
rates then imposed by the London com- 
panies. The idea met with so much en- 
couragement that he called together a 
group of friends to discuss the enterprise. 
This discussion eventually led to a Deed 
of Settlement executed on May 21, 1836, 
followed by an Act of Parliament in 
July, which marked the founding of the 
oldest existing insurance office in Liver- 
pool. The original company was known 
as the Liverpool Fire & Life Insurance 
Co. forbear of the present institution. 


The venture was immediately success- 
ful. Liverpool’s civic pride, coupled with 
the strong support of Mr. Boult’s many 
friends, among whom were several 
wealthy merchants, insured the early 
success of the company, Growth was 
rapid but healthy. By 1846 the company 
was strong enough to purchase the Lon- 
don, Edinburgh and Dublin Assurance 
Co., and was then renamed the Liver- 
oa & London Fire & Life Insurance 

oO. 

Foreign Expansion 


During those early years the shrewd, 
fearless merchants of Liverpool were ex- 
tending their activities to the far ends 
of the earth. Ships from the seven seas 
lined the port of Liverpool. As several 
of the company’s directors were among 
the most powerful traders of that day 
it was natural that eyes were turned to 
foreign exploitation as soon as conditions 
at home permitted. 


A survey of world-wide conditions un- 
dertaken by Mr. Boult clearly indicated 
the advisability of adopting a program 
for foreign expansion. Beginning with 
an appointment in New York in 1848 
many connections were established 
throughout the world. Between the 
years 1851 and 1855 the company extend- 
ed its activities to Newfoundland, Ham- 
burg, Bombay, Calcutta, Manila, Portu- 
gal, Valparaiso, Natal, Cuba, Jamaica, 
and Canada. Now the L. & L. & G. is 
represented in seventy-eight different 
countries and policies are issued in 
twelve languages. 

In 1853 Mr. Boult journeyed to Austra- 
lia, no mean undertaking in those days 
of square rigged ships and few mari- 
time comforts. His visit resulted in the 
appointment of a local board in Mel- 
bourne. 

The advent into America, however, 
was destined to become of foremost im- 
portance to the subsequent vast devel- 
opment of the company. Alfred Pell of 
New York was chosen agent in that city 
and vicinity and a fortunate choice it 
proved to be. He possessed remarkable 
personal qualities which particularly 
equipped him for the task of establish- 
ing the company in America, 

A man of great culture and executive 
ability he was able through his command 
of graceful and forceful language to 
dominate in a tactful way the many dif- 
ficult situations which arose. His pro- 
gressive theories and plans for free 
trade and national expansion were 
widely known. 

As one looks back now it can readily 


be seen that the entry of the company 
into the United States was timely. In 
1848, following the Mexican War, the 
United States acquired the territory 
comprising Texas, New Mexico and Cali- 
fornia. This gave the country the Pa- 
cific as well as the Atlantic seaboard. 
The letting down of international bar- 
riers and the discoverv of gold in Cali- 
fornia started a Western migration which 
affected the entire nation. Cities and 


States. The first offices were located at 
No. 56 Wall Street. 

Firmly entrenched in New York at- 
tention was then directed to national 
growth. A Philadelphia agent, Rich- 
ard S. Smith, president of the Union 
Mutual Insurance Co., was appointed in 
1850. This was the first foreign fire in- 
surance agency established in Philadel- 
phia after 1810. 

In 1851 San Francisco suffered from 





Home Office at No. 1 


towns grew up with unbelievable rapid- 
ity. 

It was the day of the forty-niners— 
the wild gold and land rushes—the birth 
of the railroads, and the glorious height 
of the river steamboat which played such 
an important part in the settling of the 
virgin empire. 


Opening of New York Office 


When the New York agency opened 
the company was twelve years old and 
its total fire premiums in 1848 amounted 
to only $238,815. At that time there 
were no deposits in this country so that 
an estimate of the value of its policies 
had to be based upon the representations 
of Mr. Pell or of outstanding merchants 
or brokers who possessed a knowledge 
of the standing of the company. One of 
the first things Mr. Pell did was to 
secure a quaint certificate signed by two 
merchants and two brokers of New York, 
reading: 

“The Liverpool & London Insurance 
Co. is well known to us, and in our 
opinion is entitled to the highest credit 
—August, 1848.” 

Fire premiums written the first year 
amounted to $4,515. By 1850 the annual 
income had increased to $32,940 and in 
that year a regular branch of the com- 
pany was formed. A board of directors 
was elected headed by James Brown of 
the firm of Brown Brothers Co. Alfred 
Pell resigned his position as agent and 
became resident secretary of the branch 
and chief executive officer in the United 





Dale Street, Liverpool 


so severe a conflagration that three- 
fourths of the city was entirely wiped 
out. As a result of this calamity, the 
vital need of insurance protection there 
was realized. Joshua P. Haven was ap- 
pointed agent at San Francisco in June, 
1853. The Liverpool & London Insur- 
ance Co. was the first company to open 
an insurance office on the western coast 
of the United States. 

That same year, William Warren, who 
later became resident secretary of the 
company in Chicago, was appointed agent 
at Cleveland, Ohio. A branch office was 
formed in New Orleans in 1853 and 
Henry V. Ogden was appointed resident 
secretary the following year. At this 
time the company suffered its first se- 
vere loss by a large fire in New Orleans. 
Although in its infancy and the loss se- 
riously felt the splendid loss-paying rec- 
ord that had existed since the original 
founding of the company was maintained. 


Appointment of R. C. Rathbone 


Business in New York City eventually 
showed such a remarkable increase that 
it became necessary to establish a dif- 
ferent method of handling it. All busi- 
ness had been secured by direct solici- 
tation of officers or employes of the 
company, or by the voluntary preference 
of the insuring public. In planning a 
new method, Robert C. Rathbone, a 
pioneer insurance broker who had done 
much to support the company while it 
was making its first attempt to gain rec- 
ognition in New York, came under the 
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ALFRED PELL 


observation of the management. 

In spite of the fact that there existed 
among many companies a general an- 
tagonism toward insurance brokers, Mr. 
Pell needed the services of Mr. Rath- 
bone. He hesitated to negotiate with him 
directly as a broker in the face of the 
attitude of the other companies so Mr. 
Rathbone was appointed as a special 
agent for New York City in 1856. Mr. 
Rathbone was given power to solicit bus- 
iness for the Liverpool & London on a 
commission basis. 

By 1858 the original office accommo- 
dations at 56 Wall Street were inade- 
quate. Additional quarters, which con- 
nected by a passage with 56 Wall Street, 
were secured in Pine Street. 

Hostilities in the South in 1861 obliged 
the company to suspend its operations 
at many points, including New Orleans. 
In the files of the company is an inter- 
esting letter from H. V. Ogden stating 
that as he was encamped on*New Or- 
leans Square with his regiment nego- 
tiations with the company would have 
to terminate. The decrease in business 
in the South during the Civil War was 
seriously felt, although the company was 
a ready purchaser of United States Gov- 
ernment securities during the entire 
war. 

In the meanwhile in England the com- 
pany had been active in absorbing vari- 
ous lesser companies, gaining strength 
and prestige each year. As a climax to 
a long series of amalgamations the Globe 
Insurance Co., established in 1803, was 
acquired in 1864. The transaction was 
approved by an Act of Parliament that 
year and the name of the company 
changed to the Liverpool & London & 
Globe. 

In 1865 many of the old agency con- 
nections in the South were resumed al- 
though twenty years passed before the 
New Orleans branch office was re-estab- 
lished to have jurisdiction over the 
Southern territory. H. V. Ogden then 
became associated again with the com- 

(Continued on Page 26) 
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Personnel of National 
Board Committees 


PRES. BAILEY NAMES MEMBERS 





Many of Those Holding Posts of These 
Important Committees Are Hold- 
overs from Last Year 





President C. Weston Bailey of the 
National Board of Fire Underwriters has 
appointed his standing committees ‘for 
the next year. There are some changes 
in the chairmanships of committee al- 
though there are several holdovers. The 
full membership of these committees 
follows: 

Actuarial bureau: R. P. Barbour, chairman; 
E. J. Sloan, Hartford; Elliott Middleton, C. A. 
Nottingham; H. R. Waite, Watertown; J. D. 
Lester, R. R. Martin; G. W. Swallow, Man- 
chester, N. H.; Laurence E. Falls, Newark; 
H. H. Schulte, E. S. Inglis; Archibald Kemp, 
F. E. Jenkins, C. E. Case, F. A. Christensen; 
Clifford Conly, San Francisco; James Wyper, 
Hartford. 

Adjusters: Paul L. Haid, chairman; C. R. 
Street, Chicago; Hart Darlington; H. A. Clark; 
Gilbert Kingan, Hartford; Edward Milligan, 
Hartford; T. D. Richardson, R. F. Van Vran- 
ken; J. C. Harding, Chicago; Montgomery Clark, 
C. F. Shallcross; B. I. Simpson, Atlanta; Ly- 
man Candee, H. H. Clutia; Paul B. Sommers, 
Newark; Thos. H. Anderson, San Francisco; 
Cc. A. Bickerstaff, Atlanta; F. W. Koeckert, 
Prentiss B. Reed; Ralph B. Ives, Hartford; 
Cc. E. Allan, San Francisco; E. W. Nourse; 
S. T. Maxwell, Hartford; William J. Reynolds; 
F. M. Smalley, Glens Falls. 

Construction of buildings: John Kremer, 
Philadelphia, chairman; B. Weaver, John 
Kay, Newark; C. S. Kremer, Hartford; A. R. 
Thommasson; B. N. Carvalho, Hartford; F. B. 
Luce, Providence; Paul B. Sommers, Newark; 
W. A. Blodgett; B. C. Lewis, Jr., Richmond, 
Va.; Victor Roth, New Haven; H. R. Burke, 
San Francisco; L. J. Borland. 

Finance 

Finance: Lyman Candee, chairman; F. W. 
Sargeant, Manchester, N. ey W. Higley, 
John A. Forster, W. M. nisdioun, Washington, 
D. C.; Wilfred Kurth; Thos. C. Moore, Phila- 
delphia; F. R. Bigelow, St. Paul; Chas. H. 
Yunker, Milwaukee; William Y. Wemple; E. G. 
Pieper, Providence. 

Fire prevention and engineering re: 
H. T. Cartlidge, chairman; C. W. Pierce; E. 
Cairns, San Francisco; O. E. Schaefer; E. G. 
Pieper, Providence; Alfred Stinson, Hartford; 
E. C. Stone, Boston; F. E. Burke; W. B. Burpee, 
Manchester, N. H.; Oswald Tregaskis; R. H. 
Williams, Hartford; B. M. Culver; F. M. Avery, 
San Francisco; C. W. Johnson, Philadelphia; 
A. R. Phillips; H. A. Clark, Chicago; John F. 
Gilliams, Camden. 

Incendiarism and arson: H. V. Smith, chair- 
man; C. E. Case; Ray Decker, San Francisco; 
R. P. Barbour; William Deans, San Francisco; 
F. M. Smalley, Glens Falls; W. E. Maynard, 
Providence; C. V. Meserole; George H. Bell, 
Chicago; H. E. Bilkey, Sumner Ballard; Edwin 
Parrish, San Francisco; J. C. Stoddart; W. B. 
Cruttenden, Springfield; Harold Warner; John 
- es Philadelphia; Guy E. Beardsley, Hart- 
ord. 

Laws: F. C. White, Hartford, chairman; Ed- 
ward Milligan, Hartford; Percival Beresford; 
J. B. Levison, San Francisco; ae Harding, 
Chicago; C. A. Henry, San Francisco; W. R. 
Hedge, Boston; E. E. Cole, Pittsburgh; Gustavus 
Remak, Jr., Philadelphia; C. F. Shallcross; 
Ralph B. Ives, Hartford; Neal Bassett, Newark; 
John O. Platt, Philadelphia; O. E. Schaefer, 
Lyman Candee, F. W. Koeckert, Lamar Hill, 
Wilfred Kurth, Hart Darlington; F. D. Layton, 
Hartford; W. H: Koop; O. E. Lane, Philadel- 
phia; Laurence E. Falls, Newark. 

Maps: Hart Darlington, chairman; C. R. 
Street, Chicago; John J. P. Rodgers, Philadel- 
phia; Percival Beresford, F. B. Martin; F. C. 
Hatfield, Hartford; Ralph B. Ives, Hartford; 
William E. Wollaeger, Milwaukee; R. H. Grif- 
fith, San Francisco; R. P. Barbour; W. R. 
Prescott, Atlanta; Sheldon Catlin, Phiiadelphia; 
J. H. Vreeland, Hartford. 

Membership: R. R. Clark, Hartford, chair- 
man; Rodney Davis; C. F. Sturhahn, 7 at 
. Frelinghuysen, R. A. Corroon, F. 
Jenkins, J. M. Wennstrom; George G. Buckley, 
Springfield; Joy Lichtenstein, San Francisco; 
James Marshall; H. R. Waite, Watertown. 

Public Relations 

Public relations: George C. Long, Jr., Hart- 
ford, chairman; Arthur M. Brown, San Fran- 
cisco; C. F. Shallcross, Gayle T. Forbush; W. 
Ross McCain, Hartford; Ralph Rawlings, Cleve- 
land; F. D.. Layton, Hartford; William Quaid, 
Sumner Ballard, John M. Thomas; James Wy- 
per, Hartford; W. R. Hedge, Boston; iz, é. 
Harding, Chicago; D. E. Monroe, David G. 
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Wakeman; John Kremer, Philadelphia; W. H. 
oop. 

Standard rating schedules and forms: W. R. 
Hedge, Boston, chairman; N. A. Weed, Pitts- 
burgh; H. R. Bush, Greensboro, N. ec: Ralph 
B. Ives, Hartford; J. A. Kelsey; Edward Milli- 
gan, Hartford; Ralph Rawlings, Cleveland; Mc- 
Clure Kelly, San Francisco; George H. Bell, 
Chicago; W. Perdue Johnson, New Haven; J. B. 
Hines, Atlanta. 

Statistics and origin of fires: J. L. Parsons, 


chairman; D. W. Crane, LeRoy, Ohio; E. G. 
Seibels, Columbia, S. C3; RE. Martns. FF. A. 
Gantert, Baltimore; A. T. Tamblyn; "Ww. 0. 


Wayman, San Francisco; Charles H. Holland, 
Philadelphia; William A. McConnell; George 
M. Emmerich, Washington, D. C.; Alfred A. 
Moser. 

Uniform accounting: Paul B. Sommers, New- 
ark, chairman; H. H. Schulte; Howard Ter- 
hune; Charles M. Kerr, York, Pa.; Edward 
Milligan, Hartford; C. J. Schrup, Dubuque; 
George E. Krech; J. H. Vreeland, Hartford; 
Arthur Lenssen, Jr.; Harold F. Mills, San 
Francisco; C. P. Stewart; Oscar F. Wallin; B. 
G. Dawes, Jr., Cincinnati. 





LILLY WITH TRAVELERS FIRE 





Special Agent in the Newark Branch; 
Was Previously in Both Company 
and Local Agency Work 

The Travelers Fire has appointed 
George B. Lilly as a special agent in the 
Newark branch office where he will 
work under the supervision of Herbert 
L. Denny, manager of fire lines in New 
Jersey, excepting Camden county. 

Mr. Lilly has been in the insurance 
business since May, 1919, when he was 
employed by Appleton & Cox of New 
York City. Later he became assistant 
secretary in charge of insurance for the 
estate of M. Taylor Pyne of New York 
City, and afterwards a special agent for 
the Allied Fire of Utica, N. Y. Just 
prior to his appointment as special agent 
of the Travelers Fire, Mr. Lilly was in 
the local agency business in Ridgewood, 
N.Y. 





ADJUSTMENT BUREAU M’G’R 


The General Adjustment Bureau has 
appointed Clinton W. Elwell as branch 
manager at Boston. He is a native of 
New England and has been in insurance 
in Boston for the last twenty years. He 
commenced with Field & Cowles in 1911 
and the next year went with the Com- 
mercial Union as New England special 
agent, holding that post for thirteen 
years. He left in 1925 to go with the 
Springfield Fire & Marine, covering 
Boston and the adjacent territory. In 
1928 he was appointed to the post he 
now holds as general agent of the Fire- 
man’s Fund at the Boston office. He 
will assume his new duties with the Gen- 
eral Adjustment Bureau about July 15. 


SEEKS BLUE GOOSE HONORS 


Ralph W. Hukill, Fireman’s Fund Spe- 
cial in Ohio, Candidate for Keeper 
of the Golden Goose Egg 
Ralph W. Hukill of Cincinnati, Ohio, 
special agent of the Fireman’s Fund, is 
being sponsored by the Ohio Pond of 
the Blue Goose as a candidate for grand 
keeper of the golden goose egg, which 
would start him up the ladder for the 
highest office of the grand nest. He is 
the first candidate to be officially put 

forward for grand nest honors. 
Mr. Hukill was born and raised at 


Norwood, Ohio, and entered the local 
agency business with his father in 1910 
where he continued until he entered the 
service during the World War being 
commissioned as lieutenant in the in- 
fantry. Following the war he traveled 
for a short time for the Retail Drug- 
gists Mutual Fire of Cincinnati, leaving 
to enter the service of the Ohio Inspec- 
tion Bureau at Columbus. In 1920 he 
entered the service of the Fireman’s 
Fund as special agent in Ohio and is 
still occupying that position, traveling 
principally southwestern Ohio. 

Upon entering the special agency field 
Mr. Hukill immediately became affiiat- 
ed with the Ohio Pond and began serv- 
ice in the various offices of the pond. He 
was elected its most loyal gander in 
1927. He has been their delegate to 
grand nest meetings in the past and for 
the past four years has represented the 
grand nest as deputy most loyal grand 
gander for Ohio, Michigan and West Vir- 
ginia. 








SOUTH CAROLINA TAX RAISE 


Governor I. C. Blackwood of South 
Carolina last week signed the bill passed 
by the General Assembly providing for 
an additional 1% tax on insurance pre- 
miums, The governor recently conducted 
hearings to determine whether he should 
sign the measure. The 1930 legislature 
passed a similar bill but it was vetoed 
by the then governor, John G. Richards. 
The new law became effective with the 
governor’s signature. 


CLAIM 4,000,000 MARKS 

It is reported that eight English in- 
surance companies have claims amount- 
ing to over four million Marks against 
the Assecuranz Union which failed in 
1930. These claims are the result of re- 
insurance contracts between the English 
companies and the Assekuranz Union. 





Limitation Law Goes 
To U. S. Supreme Court 


OREGON DEPARTMENT APPEALS 
Statute Would Impose $500 Fee on Fire 
Companies for Additional Agents 
in That State 





The Supreme Court of the United 
States has been asked to review the re- 
cent decision ‘of ‘the United States Dis- 
trict Court for the District of Oregon 
holding invalid the Oregon statute im- 
posing a license fee of $500 on a fire 
insurance company for each agent ap- 
pointed in addition to one in communi- 
ties of less than 50,000 population and 
in addition to two in cities of 50,000 or 
more inhabitants. An appeal has been 
filed with the Court by the Insurance 
Commissioner of -Oregon, A. H. Averill, 
the case being entitled Averill v: North- 
western National of Milwaukee, No. 165. 

A three-judge statutory court decided 
that the statute was unconstitutional if 
construed to apply exclusively to foreign 
companies because it unjustly discrimi- 


‘nates in favor of domestic fire insurance 


companies. If construed as applicable 
to all fire insurers, the district court 
held the statute void on the ground that 
a $500 license fee for each additional 
agent is an unreasonable and unconsti- 
tutional interference with the right of a 
fire insurance company to transact busi- 
ness, 


Previously, in an appeal filed by an 
agent desiring to test the validity of the 
statute, the Supreme Court of the United 
States held that the law is not directed 
against individual prospective agents and 
imposes no restrictions upon them. In 
that case (Herbring v. Lee, 4), the Su- 
preme Court ruled that the law is a 
condition precedent to a company’s right 
to appoint additional agents and that it 
does not constitute class legislation with 
respect to an agent’s right to do busi- 
ness. The court’ expressly declined to 
rule upon the validity of the statute as 
related to insurance companies rather 
than agents, pointing out that such a 
question was not then before it. 


AJAX AND ESSEX TO MERGE 








Enlarged Essex Will Operate Actively in 
States Where Sussex Is Admitted; 
Capital Enlarged 

The directors of the Ajax and Essex 
fire insurance companies of Newark last 
week voted to merge the former into the 
Essex as of June 30. The Eagle Fire, 
which controls both, will pay in sufficient 
funds to bring the capital of the enlarged 
Essex to $500,000. The company will 
then have assets of about $1,500,000 and 
net surplus of $750,000. The Essex will 
be an active running mate of the Sus- 
sex, also of the same group, and will be 
entered in the same states in which the 
Sussex is now operating. In order to 
take care of the agents of the Ajax, the 
Ajax underwriters’ department of the 
Sussex and Essex companies is being or- 
ganized. 


E. U. A. ROUTINE MEETING 

The Eastern Underwriters Association 
held its final meeting of the spring sea- 
son last Thursday. In the absence of 
President Edward Milligan the chair 
was occupied by Ralph B. Ives, vice- 
chairman of the governing committee. 
Several reports were received and a few 
committees appointed. 
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New England Agents 
Hold Annual Meeting 


POLAND SPRINGS CONVENTION 





President Goodwin of National Associa- 
tion Feature Speaker; Turner, Dun- 
ham and Markham Score 


Poland Springs, Me., June 24—Percy 
H. Goodwin, president of the National 
Association of Insurance Agents, was the 
outstanding figure at the closing session 
of the tenth annual convention of the 
New England Associations here today. 
It was his first appearance in New Eng- 
land and he was given a rousing recep- 
tion. Referring to agency qualification 
laws he said in his opinion California 
has enacted as fair a qualification law 
as can be found. He urged that the 
agents of any state working for the pas- 
sage of such a law keep in mind that 
they must be fair to all interests. 

Mr. Goodwin referred to the prospect 
of the agents losing residence business 
through the evolution of a plan now be- 
ing worked out by some fire and one life 
insurance companies. It may result he 
said in life insurance companies organ- 
izing and owning their own fire insur- 
ance companies to control the residence 
property upon which they make loans. 
He said that the insurance press was 
doing more for the agent than ever be- 
fore and should be supported and read. 

John E. Nelson, Congressman from 
Maine, concluded the final session and 
the convention wound up with the grand 
ball and entertainment Wednesday eve- 
ning. 


Convention Opens Tuesday 

Following the annual get-together din- 
ner in the Poland Spring House Monday 
night the tenth annual convention of the 
New England Associations of Insurance 
Agents swung into full stride at 10 
o'clock Tuesday morning, with Charles 
W. Varney, chairman of the New Eng- 
land Advisory Board, presiding. “Charlie” 
Varney, as he is affectionately known 
throughout association circles, makes a 
fine presiding officer and his annual re- 
port was pronounced one of the best 
ever presented at one of these meetings. 
He said that the associations in New 
England were making good progress in 


increasing their membership, the pres- 
ent total of all associations being 1,390 
members, a gain of 107 for the year. 

The address of welcome was made by 
Joseph T. Cole, president of the Ma- 
rine Association. 

George E. Turner, president of the 
First Reinsurance of Hartford, spoke on 
“Insurance Service—the companies pro- 
vide it,” and made the hit of the ses- 
sion. He held the closest attention of 
his audience and was applauded to the 
echo. ’ 

George D. Markham of St. Louis was 
enthusiastically received and expressed 
his warm appreciation for the support 
given him from New England in his re- 
cent election as a director of the U. S. 
Chamber of Commerce. He spoke on 
“Insurance Service—the Agents Sell It.” 


Dunham on Rate Cutting 


Howard P. Dunham, commissioner of 
Connecticut, easily held his hearers with 
his talk on “Insurance Service—My Ob- 
servation of It.” He referred to the 
practice of rate cutting in some quarters 
and said it had to be stopped. He 
urged the agents to study their business 
and play the game according to the rule. 

Directly after lunch on Tuesday a 
drizzling rain set in which prevented all 
but a few of the most hardy from en- 
gaging in the qualifying round of the 
annual golf tournament. Most of the 
members played bridge. 

The annual banquet was held Tuesday 
evening with “Charlie” Varney as toast- 
master. Gov, William Gardiner, of 
Maine; Wilbur D. Spencer, insurance 
commissioner of Maine; Donald A. 
Adam’s, of New Haven, past president 


of Rotary International; Percy H. Good- 


win, president of the National Associa- 
tion, and Rev. John Nicol Mark, of Ar- 
lington, Mass., were the speakers. 





VICTOR ROSSO GUILTY 


Victor Rosso was found guilty and his 
wife, Laura Rosso, acquitted by a jury 
in the Federal Court in New York this 
week of charges of using the mails in an 
attempt to defraud a number of fire in- 
surance companies of over $200,000. A 
large number of paintings were de- 
stroyed by the fire here last year and 
the government contended that they 
were grossly over-insured. Rosso will be 
sentenced Tuesday. 


MICHIGAN AUTO OUTLOOK 

Agents who have been supporting the 
big stock fire companies in their effort 
to corral a larger share of the auto busi- 
ness in Michigan are anticipating that 
the field of Michigan carriers will be 
considerably reduced within the next 
year. It is freely admitted that the past 
year during which practically all of the 
National Automobile Underwriters Asso- 
ciation companies have been accepting 
Michigan business at radical reductions 
from the manual rate has greatly weak- 
ened some of the smaller home carriers 
and that those which have not previously 
quit business or merged will be forced 
to do so in the relatively near future. 
The general business situation has not 
been conducive to the prosperity of 
either the so-called “at cost” fraternity 
or the stock companies, but the former 
have been hit hardest because of their 
original lack of financial stability. 





DEATH OF J. B. BRICKELMAIER 

John B. Brickelmaier, formerly a local 
agent in New York City, died on Mon- 
day of last week. He was eighty-two 
years of age. His son, Fred Brickel- 
maier, is in the loss department of the 
National of Hartford at the home office. 
The late Mr. Brickelmaier was a local 
agent here for many years representing 
the National of Hartford. 





DEATH OF J. W. BARNETT 

James W. Barnett, 62 years old, promi- 
nent Indianapolis insurance man, died at 
his home after an illness of only three 
days. He had been connected with the 
Continental for more than twenty years, 
the last thirteen of which were spent in 
Indianapolis. He had been transferred 
from Elwood, Ind., and was assigned a 
special adjuster. 





FIDELITY-PHENIX DIVIDEND 

At the regular meeting of the Fidelity- 
Phenix a semi-annual dividend of $1.30 
per share was declared on the capital 
stock, payable July 10, 1931, to stock- 
holders of record June 30, 1931. 


FRANKLIN FIRE DIVIDEND 
The directors of the Franklin Fire of 
the Home group have declared the regu- 
lar quarterly dividend of 8%, which 
is 40 cents a share, payable July 1 to 
stockholders of record June 20. 
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4,000 AT INSURANCE PICNIC 


Employes of All Agencies in St. Louis 
Area at Outing; Lt.-Gov. Winter 
Praises Insurance 
Declaring that the one redeeming fea- 
ture of our economic life during the pe- 
riod of general depression through which 
this country has been passing has been 
the manner in which insurance has met 
its obligations for the protection of the 
men and women of America, Lieutenant- 
Governor Edward H. Winter of Missouri, 
speaking from the viewpoint of the in- 
surance buyer, paid high tribute to those 
in the insurance business at the Insur- 
ance Day Picnic held at the Crystal Lake 
Country Club, Bopp Road near the Clay- 
ton Road in St. Louis County on June 11, 
The joint picnic of all of the insurance 
agencies of St. Louis and St. Louis Coun- 
ty was attended by approximately 4,000 
men and women. The gathering was 
strictly for those who actually work in 
the insurance business, except that there 
were some invited guests, including high 
state officials and representatives in the 
Missouri General Assembly as well as 

city and county officials. 

The details of the big gathering, the 
greatest thing of its kind ever staged 
by the insurance interests of St. Louis, 
were handled by the Great and Jovial 
Order of Cat’s Meow. The Missouri 
Insurance Council and Fire Underwrit- 
ers’ Association also co-operated in the 
financing of the outing. Dent H. Paint- 
er, St. Louis manager for the St. Paul 
Fire. & Marine, was chairman of the 
finance committee. Mr. Painter is a 
member of the Cat’s Meow and also 
loyal gander of the St. Louis Pond of 
the Blue Goose, 








CHARLES S. BARTOW DIES 

Charles S. Bartow, former president 
of the Commonwealth Fire of New York, 
died at his home at Englewood, N, J., on 
Sunday after a long illness. He was 75 
years of age. Mr. Bartow was gradu- 
ated from the Columbia Law School in 
1878 and in 1886 organized the Common- 
wealth Fire of New York becoming its 
first secretary and manager. He was 
elected vice-president in 1892 and three 
years later became president. This posi- 
tion he retained until March, 1907, when 
the company was purchased by the 
North British & Mercantile. At that 
time Mr. Bartow retired from active 
business. 





DIRECTOR OF SPRINGFIELD 

Charles C. Ramsdell, president of the 
Gilbert & Barker Manufacturing Co. of 
Springfield, Mass., was this week elected 
a director of the Springfield Fire & Ma- 
rine. He is also a director of several 
financial institutions of that city. 





Hoover Proposal 
(Continued from Page 1) 


struction is revived and as other busi- 
ness channels resume more normal ac- 
tivity, then will fire and casualty pre- 
mium income automatically show gains 
for the insurance companies. 

While the insurers may be among the 
last to feel the definite effects of a re- 
vival in business, knowledge that a de- 
pression is ending and that premiums will 
be larger over the next twelve months, 
will give insurance executives the req- 
uisite confidence to proceed with con- 
structive plans. Meanwhile the financial 
position of the companies should be 
strengthened by whatever enhancement 
in investment values occurs in the coun- 
tries’ security markets. 

Granted that underwriting itself is the 
fundamental purpose of insurance com- 
panies, their status nevertheless is vast- 
ly affected by the rise or fall of security 
values. Before underwriting conditions 


are restored to normal many say that the 
insurance companies’ assets and net sur- 
pluses will be benefited definitely by in- 
vestment gains which customarily pre- 
cede visible evidences of business im- 
provement. 
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Ewing Galloway 


contact. 


with profit for you 


To the aviator “contact!” means “ready to go!” Action follows instantly. 
The motive power is given its first turnover .. . the aviator takes off . . . alone. 
To the L. & L. & G., however, “contact” means more than mere provision of 
facilities... more than the mere turning over of “motive power” to you. The 
L. & L. & G. takes off with you on your exploration of new premium fields. 
In your own territory are lines that are often overlooked or undervalued... 
Use and Occupancy, Rental Value, Explosion . . . lines that demand a slightly 
different approach. L. & L. & G. specialists render cooperative assistance ‘  & 
in the development of those lines . . . help you to analyze your market... 


THE 
assist you with your first “contacts” so that they will meat profit for you. [ievenroor. 


150 WILLIAM STREET, NEW YORK CITY » GLoBE 
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Kentucky Agents 
Hold Annual Meeting 


SHAW IS ELECTED PRESIDENT 





Charles L. Gandy of Birmingham and 
Milton Grannatt of L. & L. & G. 
Among the Speakers 





Len S. Shaw, Mayfield, Ky., was 
elected president of the Kentucky Asso- 
ciation of Insurance Agents, at the final 
session of the thirty-sixth annual meet- 
ing at Louisville last week. Other offi- 
cers elected were Joseph H. Gausepohl 
of Covington, first vice-president; James 
E. Manion, Henderson, second vice- 
president; J. D. MacPherson, Madison- 
ville, third vice-president; W. H. Noel, 
Harlan, fourth vice-president; and Leo 
E. Thieman, Louisville, re-elected secre- 
tary-treasurer. Mr. Thieman is also 
executive secretary of the Louisville 
Board of Fire Underwriters. The four 
vice-presidents served the past year, but 
not in the exact order as re-elected. 

Election of Mr. Shaw as president 
marked the first time that a western 
Kentucky man had been elected to head 
the organization in many years. 

Resolutions adopted reaffirmed alle- 
giance to the National Association of 
Insurance Agents, and its constructive 
program was endorsed, while the work 
of Percy H. Goodwin, president, was 
commended, along with the stand of the 
officers and committeemen in regard to 
the Hoover Dam problem. By resolu- 
tions members were also called on to 
sign the responsibility pledge, mailed to 
them by the National Association. It was 
also resolved that members of the Ken- 
tucky organization refrain from referring 
losses to any adjusters who accept busi- 
ness from other than stock companies 
which is in accordance with an agree- 
ment as between the association and 
stock companies. 


Charles L. Gandy Speaks 


Charles L. Gandy of Birmingham, Ala., 
member of the executive committee of 
the National Association of Insurance 
Agents, spoke on the work of the na- 
tional body, commenting on the fact that 
in 1919 at its meeting in Louisville, the 
then president of the National Board of 
Fire Underwriters for the first time 
spoke on the agent’s program, which has 
shown steady progress. He commented 
on the fact that whereas every admin- 
istration report refers to increasingly se- 
rious problems handled and faced they 
are always met by the organization. He 
discussed ‘the Hoover Dam _ problem, 
along with direct selling programs. 

Mr. Gandy held that one of the finest 
thoughts ever expressed at a convention 
was in 1922 at Chattanooga by a Louis- 
ville citizen, then. chairman of the Na- 
tional Association’s executive committee 
(A. G. Chapman) who gave the follow- 
ing advice: “Classify your companies, not 
alone by the service they render your 
agency but by their constructive atti- 
tude toward the business as a whole, re- 
warding with your confidence and sup- 
port those standing highest.” 

Milton H. Grannatt of the Liverpool 
& London & Globe, spoke on “U. & O. 
Lines,” and contended that agents are 
merely selling the assured partial insur- 
ance, because too many are mere order 
takers, not salesmen. They treat U. & 
O., and special coverages like the house- 
holder who puts a lot of old junk away in 
the attic for possible later use. He held 
that special lines of protection are more 
needed by business than ever before. He 
held that sales of special lines are mere- 
ly a question of soliciting them and 
stated that U. & O. had been written for 
fifty years or more and millions in pre- 
miums had been paid to companies but 
that the total U. & O. business was small 
as compared with what it should be. 





CONTINENTAL DIVIDEND 


At the regular meeting of the directors 
of the Continental a semi-annual divi- 
dend of $1.20 per share was declared on 
the capital stock, payable July 10, 1931, 
to stockholders of record June 30, 1931. 
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Virginia Agents’ 
Legislative Program 
TO NAME SPECIAL COMMITTEE 


W. Owen Wilson Elected President of 
State Association; Officer of Daven- 
port Agency of Richmond 





W. Owen Wilson, newly elected presi- 
dent of the Virginia Association of In- 
surance Agents, who was authorized at 
the annual convention of the association 
at Bristol last week to name a special 
legislative committee to draft a program 
of insurance legislation to be presented 
to the next general assembly convening 
in January, 1932, says that he expects to 
take his time in naming the commit- 
tee and may not do so until early in the 
fall when a regional meeting of the 
agents will be held in Richmond. An at- 
torney well versed in insurance matters 
will be retained to aid in drafting the 
program. 

A subject that will be given special at- 
tention is the question of placing greater 
restrictions around the licensing of 
agents, the present system of issuing li- 
censes not being satisfactory. It is un- 
derstood that the state bureau officials 
are particularly interested in this ques- 
tion and would like to see a more strin- 
gent qualification law on the statute 
books. 

Mr. Wilson is an officer of the Daven- 
port Insurance Corporation agency in 
Richmond and has had considerable ex- 
perience in observing legislative proced- 
ure at the state capitol and helping to 
safeguard insurance interests. During 
the past year he served as chairman of 
the executive committee of the Virginia 
Association. ; 

Other officers elected for the ensuing 
year were: James A. Scott, Lynchburg, 
first vice-president; E. W. Barger, 
Waynesboro, second vice-president; F. S. 
Blanton, Farmville, secretary-treasurer. 
Committee chairmen were named as fol- 
lows: W. Hunter Bell, Norfolk, execu- 
tive; C. J. Duke, Jr., Portsmouth, legis- 
lative; Fred R. Sheen, Bristol, public re- 
lations; J. Charles Jones, Appalachia, 
conservation; B. W. Sebrell, Jr., Law- 
renceville, membership. 

Although the question where to hold 
the 1932 convention is yet to be deter- 
mined, it will probably be held in Rich- 
mond, the custom being to meet in the 
home city of the president. 





L. & L. & G. OFFICES MOVE 





Headquarters at Pershing Square Now at 
150 William Street in the Enlarged 
Royal Building 

As one of several important adminis- 
trative moves undertaken in America by 
the Liverpool & London & Globe dur- 
ing the past several years the United 
States headquarters were moved on 
June 19 from 1 Pershing Square at Park 
Avenue and 42nd Street, New York City, 
to splendid new quarters at 150 William 
Street in the heart of the New York 
insurance district. 

The Eastern, Northeastern, Western, 
Southeastern, and Southern underwriting 
departments, each under separate execu- 
tive supervision, are now housed with the 
New York metropolitan and suburban 
departments, together with special de- 
partments such as general cover and in- 
land marine which have been quartered 
at the new location for some time. 

The commodious and light new offices 
are well equipped for the comfort of the 
staff and for the efficient handling of 
the company’s affairs. 


BLUE GOOSE ELECTIONS 


The New York City Pond of the Blue 
Goose will hold its annual meeting for 
the purpose of electing officers for the 
coming fiscal year on next Monday after- 
noon, June 29, at four o'clock in the 
board rooms of the National Board of 
Fire Underwriters at 85 John Strect, 
New York. Most Loyal Gander Edgar 
A. McCaskie will preside. 
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LOYALTY GROUP 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself: Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity. reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
that False Optimism cannot last because of its unsound foundation. and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.. and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will bein every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

**Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes, however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. . 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 








Humanity; make known your Faith in your Nation; make known your Faith in the Future; E 
make known your Faith in Yourself; and make known your Faith that the tide has turned and = 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed = 
it, instead of harkening to cowardly fear. & 
NEAL BASSETT, President. : 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Rounding a curve on the elevated at 
the beginning of the Brooklyn Bridge 
terminal in Brooklyn the observant pass- 
enger a decade ago could see an accu- 
mulation of litter which had been swept 
into the shape of a small hemisphere on 
the platform covered by tar coating, 
cracked by exposure, presenting an arid 
and very desolate appearance in a par- 
ticularly unattractive neighborhood. Pre- 
sumably it was the intention to sweep 
up this accumulation and cart it away, 
but this wasn’t done, with the result that 
some seeds coming from some unknown 
direction lodged here, and there were 
two tufts of hardy grass surrounding a 
tiny, blooming bush. It seemed almost 
as if nature rebelled at having nothing 
attractive in the neighborhood and 
seized this opportunity to bring about 
something pleasing to the eye. 

I have noticed the eyes of many pass- 
engers in the elevated lighting up when 
they spied this little oasis in parched sur- 
roundings. This phenomenon seems to 
me like a ray of hope springing up un- 
expectedly in the human heart wearied 
and parched with troubles. Just as this 
little patch of unexpected vegetation 
serves to brighten its surroundings, a ray 
of hope sometimes springs up unexpect- 
edly in the human heart, making things 
seem less dreary. And the remarkable 
thing is that sometimes the drearier the 
future looks the brighter the little ray 
of hope grows, just as the little tufts of 
grass and the little bush appear fresher 
and more attractive on account of their 
dreary surroundings. 

What type of mind would you prefer 
to possess for your happiness? The one 
that observes and speculates on a tuft 
of grass on the elevated, or the one that 
does not see the grass at all; or, if it 
does see it, sees nothing but a tuft of 
grass—and what of it? 

In my traveling experiences I have 
found that I have got a lot of happiness 
and solace from having the observing and 
analyzing type of mind, which I con- 
sider the greatest blessing nature can 
bestow on any man. It is a gold mine 
of self-entertainment and a sunshine and 
hope manufacturing plant which helps 
one over the sorrows, disappointments 
and hardships of business life and is es- 
pecially helpful to the fieldman and an 
insurance company. 

* ° * * 
Keeping Promises 

Just recently a good Canadian friend 
of mine, Harry S. Binks, a very busy 
local agent at Ottawa, with whom I was 
closely associated when I was manager 
of the Canadian department of the Na- 
tional Liberty, 1920 to 1923, with head- 
quarters at Ottawa, took the time and 
trouble to motor over 100 miles from Ot- 
tawa to Ogdensburg and back just to 
see me after I told him I would be in 
Ogdensburg that day and would be glad 
to see him if only for an hour, not hav- 
ing seen him in eight years, though hav- 
ing repeatedly said to him that I would 
run up to Ottawa. He wrote me after 
I had frequently failed to make good on 
visiting him, after repeated promises. 
that he always thought I was a liar, and 
now he knew it. 

x * 
Canal Water For Irrigation 

During the recent drought in western 
New York the New York State Barge 
Canal rendered a service for which it 
was not intended but a very valuable 
and timely one in being offered by the 
state as a source of water supply to the 
farmers along its route for over three 
hundred miles whose crops were being 


threatened. It was to my knowledge the 
first time in the history of the canal that 
it was willing to serve as an irrigation 
project. 

The weather was so hot and dry that 
some of the so- -called muck lands, previ- 
ously told about in these columns (which 
have now been fully exploited by for- 
eigners in raising celery and onions, 
though neglected for a century by native 
farmers), ignited, as the soil is practical- 
ly peat, a low order of coal, or rather 
coal in the making. This soil is the re- 
sult of thousands of years of “cat-tail” 
rushes’ growth and decay. 

* * 


Process of Coal Formation 

The processes of forming coal are the 
following: Growing vegetation, accumu- 
lated decaying vegetation, earth heat, 
greater volcanic or geological heat, peat, 
lignite, low form of bituminous, cannel- 
coal, bituminous or soft coal, hard coal, 
and if process is carried on further by 
science, graphite, carborundum, diamond. 
Modern heat bogs are modern coal beds 
in the making, but it would require vol- 
canic heat, or heat of tremendous degree 
to change them into hard coal. 

At Niagara Falls I have seen them 
turning hard coal, or carbon, into graph- 
ite by intense electrical heat, which is 
really a process imitating what nature 
has done in geological ages with intense 
heat, when it changed soft coal into 
hard coal. The heat was more intense 
in eastern Pennsylvania than in western 
Pennsylvania, therefore only hard coal 
in eastern Pennsylvania and soft coal in 
western Pennsylvania. As if proof were 
needed and nature wanted to “show” 
the scientists, so-called natural coke is 
found in the hard coal (anthracite) mines 
in eastern Pennsylvania, which is the 
intermediate stage between bituminous 
and anthracite; bituminous of high or 
low grade was changed by intense heat 
to a product similar to our coke (which 
in its artificial production by man fol- 
lows same process as natural coke, that 
is, in making gas for lighting or cook- 
ing nowadays the soft coal is “distilled” 
to get the gas, and the remainder solid 
substance is coke, almost pure carbon). 

Greater heat was necessary to change 
the natural coke to anthracite which na- 
ture did, but some few parcels were over- 
looked or were not touched by the heat, 
leaving strips of natural coke to show 
the process to moderns. 

Speaking about heat that is artificial, 
the electric welding, cutting, fusing, heat- 
ing, etc., apparatuses or furnaces in use 
in the chemical process plants in Niagara 
Falls develop a heat of somewhat over 
3,000 degrees Fahrenheit, but the oxy- 
acetylene flame, being produced by 
the mixture of acetylene gas and oxygen, 
creates a heat of about 6,300 degrees 
Fahrenheit, and is, to my knowledge, or 
was until recently, the greatest chemical 
heat developed mechanically. 

Some of the older underwriters will 
probably remember that in 1911 I wrote 
the first treatise on this torch which was 
published in The Eastern Underwriter 
at that time and had a wide circulation, 
as the process was comparatively un- 
known and underwriters welcomed some 
information. They were being flooded 
with permits giving permission to use 
these torches and they did not know 
anything definite on the subject. I had 
rules and regulations formulated at that 
time by the Underwriters Association of 
New York State. F. E. Jenkins, now 


president of the Queen, being chairman 
of the Committee of Rules and Forms 
pertaining to such devices. 


One of the 


wonderful things about the acetylene 
torch is that it can be used by a diver 
under water in the water—believe it or 
not. 


ROYAL SHOWS FIRE PROFIT 








Despite Drop in World-Wide Premium 
Income Results Were Better Than 
Expected During Depression 

The Royal last year had a net fire 
premium income of £6,588,089 and losses 
of £3,329,416, according to Chairman A. 
Paton in his annual report at the recent 
general meeting of the company in Liver- 
pool. After all expenses a profit of £446,- 
690 was transferred to the profit and loss 
account which now amounts to £7,135,236. 
Commenting upon the company’s fire 
business, Mr. Paton said: 

“I am pleased to say that in spite of 
adverse conditions we were able to main- 
tain our figures both at home and in the 
general foreign field, although our total 
‘premium figure shows a shrinkage of 
some £376,000 as compared with 1929. 
The reduction is due to a diminished 
demand for cover in the United States 
with the fortunes of which great country 
those of our company are so closely 
linked. It is possible that by relaxing 
6ur strict standards of underwriting we 
could have lessened considerably the fall 
in income, but it has never been our 
policy to seek for premium merely for 
premium’s sake and I am satisfied that 
it is infinitely preferable to face a re- 
duction rather than maintain our figures 
at the expense of the quality of our bus- 
iness.” 





ILLINOIS LEGISLATION 


Headed by the agents and brokers li- 
censing and qualification measures, the 
insurance legislation in the Illinois gen- 
eral assembly just closed was on the 
whole primarily constructive. Virtually 
every bill that was passed was accept- 
able, while the numerous bills of a dan- 
gerous and destructive nature were ef- 
fectively killed either in committee or 
on the floor of the house or senate. A 
record number of insurance bills, a total 
of 116, were filed, which compares with 
fifty-eight filed two years ago, and of 
the total this year about thirty were 
finally passed. Governor Louis L. Em- 
merson had not acted on any of the 
measures this week. 





NEBR. SEPARATION COMPLAINT 
Three Lincoln, Nebr., insurance agents 
have filed a complaint with Insurance 
Commissioner Lee Herdman against cer- 
tain members of the Western Under- 
writers Association on the grounds that 
they are violating the law which pro- 
hibits separation of mixed agencies by 
agreement among the companies. The 
complaint will be heard early in July. 
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TWO WILL SAIL FOR INDIA 
A.F.1.A. Sending F. B. Taylor.to Bombay 
and Frank Phinizy to Calcutta 
in Next Few Weeks 
The American Foreign Insurance As- 
sociation is sending two of its men now 
at the New York headquarters to India 
within the next few weeks. Frank B. 
Taylor, who joined the A.F.I.A, early this 
year, is leaving for Bombay early in July 
and Frank Phinizy of Augusta, Ga., will 
embark for Calcutta in August, ; 
Mr. Taylor is a graduate of Columbia 
University and an engineer. He has 
served with the Epperson Underwriters 
of Kansas City and also in Central 
America. Mr. Phinizy comes from a 
well-known family in Georgia. He has 
been with A.F.IA. for the last three 
years. Both Mr. Taylor and Mr. Phinizy 
will be associated with the branch of- 
fices of the A.F.I.A. already established 

at these Indian metropolitan centers. 





MISS MARTHA C. DUE MARRIED 


Miss ‘Martha C. Due, who for many 
years has been secretary of the Howard 
A. James Agency Inc., at Floral Park, 
Long Island, was married on Monday, 
June 15, to Fred Richard Heyn of 
Brooklyn. 
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Branch Offices 


(Continued from Page 16) 


gle risk, regardless of its size. In most 
cases, this single risk producer is paid 
the same commission that the genuine 
agent receives. 

“In addition, the branch office often 
assumes the burden of all expenses nec- 
essary to take care of his business, writes 
his policies, offers him free rent, free 
telephone, free stenographic service, free 
policy delivery service, free special agen- 
cy solicitation service. It is claimed that 
long distance telephoning charges and di- 
rect branch office services are included 
in the free list. 

Evils of the Unqualified Agent 

“Insurance, particularly the fire lines, 
is sold, not bought, and these unqualified 
agents are poor salesmen, except as re- 
gards the risks which they happen to 
control. Many never go beyond the 
business controlled by themselves and 
their families. Such a producer, having 
no knowledge of the business, causes the 
delivery of many improperly prepared 
contracts. When the loss comes, it 
brings the inevitable arguments, litiga- 
tion and dissatisfied customers. Many 
lines of insurance now placed in non- 
stock carriers can be traced directly to 
dissatisfaction on the part of the as- 
sured with business which has been mis- 
handled by unqualified producers. 

“Many people believe that the great- 
est favor stock insurance companies could 
render mutual and reciprocal carriers 
would be to extend the branch office 
system, and thereby throw into their 
laps choice risks that unqualified stock 
company representatives have handled 
improperly. It is the opinion of many 
that extension of the branch office sys- 
tem can but result in the eventual mu- 
tualization of the fire insurance business 
in this country. 

“If any fire insurance companies be- 
lieve that the branch office system of 
production will result in the proper sell- 
ing of their diversified lines, I think they 
will find that they are in error and that 
these lines will have to be sold through 
salaried branch office men at greatly in- 
creased selling costs. 

“I have been told by company exect- 
tives that their business which is ac- 
quired through branch offices costs a 
considerable percentage over and above 
the cost of business secured through 
agents. 

Branch Office Situation in Various 

Cities 

“In New York City, a number of 
branch offices have been opened within 
the past few months, thereby causing 
many of the agents there to believe that 
soon conditions will become so impos- 
sible that they cannot continue to oper- 
ate their agency offices, The branch of- 
fice extension, however, is not confined 
to any one location. It is reported to 
be spreading rapidly in Newark, Jersey 
City, Pittsburgh and many other loca- 
tions. 

“Even in some cities where local 
agency organizations have been able par- 
tially to control the situation, there is 
evidence that certain companies are seek- 
ing to break down the agency system 
which now prevails, and substitute branch 
offices for it. 

“In the city of Philadelphia the agents 
are working against an intolerable situ- 
ation. It is reported to me on good au- 
thority that there are twenty-one. home 
domiciled companies in that city operat- 
ing branch offices or accepting business 
over the counter; that one of these com- 
panies, in addition to its home office 
counter, has four or five branch offices 
scattered throughout the city. There are 
said to be nine outside companies operat- 
ing branch offices, one group of these op- 
erating a service office writing reinsur- 
ance only, and paying full commissions 
on it. In addition, there are said to be 
seven other service or branch offices 
where business is taken over the counter. 

Philadelphia Conditions 

“Of-the- branch office companies oper- 





ating in Philadelphia, I am told that six 
are fed by six thousand one hundred and 
eighty producers. The average of the 
six is one thousand and thirty. Suppose 
three hundred companies should decide to 
operate in the same way, the city would 
become cluttered up with three hundred 
and nine thousand producers! What 
chance, then, would the policy writing 
service giving agent have? 

“However, I do not put the entire 
blame of the Philadelphia situation on 
the heads of the companies. In some 
cases, branch and counter methods of 
production have been in effect for more 
than a hundred years, without protest 
from the agency force, or suggestion of 
a substitute plan. Until recently, there 
was not even an agency organization in 
the city, and only within the past few 





PERCY H. GOODWIN 


months has there developed any co- 
operative spirit. 

“T have reason to believe that if their 
local organization continues to function 
and operate on a fair basis over a pe- 
riod of time, they will receive co-opera- 
tion from the companies and the num- 
ber of branch offices and counters will 
grow less. 

“T have positive information that some 
of the companies are now checking care- 
fully their licensed producers, with the 
full intention of eliminating many of 
them. I wish also to state here that 
throughout the years, many companies 
operating in Philadelphia have remained 
steadfast in their loyalty to their agents. 
However, some of these companies are 
said to have reached the limit of for- 
bearance and are themselves considering 
the possibility of opening branch offices 
for competitive purposes. 

10% Differential Not Enough 


“It is impossible to establish any defi- 
nite standard of commission paid there 
to non-policy writing agents, whether 
they receive a 10% differential or the 
same rate of commission that the policy 
writing agent receives. However, in the 
opinion of the agency force, even a 10% 
differential is insufficient in the face of 
the extraordinary concessions granted 
non-policy writing agents. 

“Some companies maintain that this 
type of producer secures only the small 
residence risks. On the other hand, I 
have seen evidence of all kinds of risks, 
large and small, controlled by non-pol- 
icy writing agents, and placed with the 
branch office or over the counter. 

“Carried to its logical conclusion, un- 
less these conditions change, the future 
will witness the passing of the local 
agent in this city, and his place will be 
assumed by the expensive branch office 
method of operation, which will take pos- 
sibly 60% out of the premium dollar and 
result in the appointment of every owner 
of an insurable value as a non-policy 
writing agent if he so desires. ‘ 

“Will the public stand for this condi- 


Public Requires Exacting Service 


From the Wide-Awake Local Agent 


By GEORGE D. MARKHAM of St. Louis 


George D. Markham, veteran local agent 
of St. Louis, by virtue of his long experi- 
ence in the insurance business, is well 
qualified to speak on what the public re- 
quires from the local agents of the coun- 
try. Mr. Markham, who ts a past presi- 
dent of the National Association of In- 
surance Agents and a director of the 
United States Chamber of Commerce, 
spoke this week at the convention of the 
New England Associations of Insurance 
Agents. Part of what he said is given 
herewith: 

There are two ways in which we can 
understand the word “requires.” First, 
it may cover only the things which the 
public knows it wants, or, secondly, it 
may cover things necessary for the in- 
sured’s good but of which he is com- 
pletely ignorant. Solvency of the insur- 
ance company would fall within the first 
meaning of “requires” but use and occu- 
pancy insurance, which he does not know, 
would be covered by the second meaning. 
Therefore permit me to treat my subject 
from the view of not what the public 
wants but what it needs. 

No insurance agent should be proud 
of himself unless he can feel, as he looks 
back over his years in insurance, that 
he has in fact discharged his full duty 
as the man in charge of the insurance 
features of his community’s safety and 
progress. To serve well his town in so 
important a business function entitles 
him to high appraisal among the pro- 
fessional experts whose abilities have 
been needed and utilized. And his value 
to his community will be high in the 
proportion that he is actuated by zeal 
for sheer excellence rather than for 
money. 

The true artist may make money; the 
better artist he is the more money he 
will make, in most cases, but if it is the 
money which captures and controls his 
thought his work is likely to be tawdry. 
But if perfect service is the ambition 
of an insurance agent he will be drawn 
forward the faster by that alluring aim 
every year of his journey will be made 
brighter and more enjoyable by its shin- 
ing. ; ; 
What is this insurance service which 
the public requires or needs? First, of 


course, accurate advice on the kind of 
insurance needed. Competent drafting 
of the coverage contract, selection of the 
insurance company solid in assets, of 
course, but also dependable and experi- 
enced for the kind of coverage needed, 
thorough scrutiny of the price to be 
charged, and then that follow-up of in- 
terest and assistance during the running 
of the contract which implants confidence 
and satisfaction in the policyholder’s 
mind. : 

Much could be said on this phase of 
the subject; the whole expanse of the 
insurance field is here involved. But 
every insurance agent who has passed his 
initiation can fill in the list of these use- 
ful activities. I do not try to give a 
complete category of these duties. I am 
trying to emphasize the kind of spirit in 
which the agent approaches them. The 
public requires in both senses of the 
word professional, not time-serving, in- 
surance work from the valued and trust- 
ed insurance agent and will appreciate 
and reward it. 

What Real Service Consists Of 

_ The public wants and needs from the 
insurance agent work which goes far 
beyond the mere issuance of insurance 
policies. It justly expects from a man 
whom it rewards with a living, a pros- 
perous living we hope, alert and effective 
assistance towards greater safety from 
fire. Just as it expects its valued med- 
ical men to press upon it what is needed 
to prevent sickness so it expects its trust- 
ed insurance men to show it how to les- 
sen fires, reduce the fire cost and thus 
obtain lower insurance rating, make busi- 
ness safe from fire stoppages and the 
workers in business houses and factories 
safe from burns and death. 

The public wants and needs guidance 
when legislation is pressed upon it. 
Building laws, anti-shingle ordinances, 
taxation rates, fire department and water 
department questions all these and many 
others need the advice of the insurance 
expert. When it is the legislature and 
state-wide questions are involved the in- 
surance agent’s responsibility is still 
heavier, To the honor of our class one 
can claim that the agents are rarely 
lacking in such emergencies. 











tion? What will be the political result? 
Even though some sort of regulation 
should result finally in the reduction of 
acquisition cost to a reasonable level, 
the agency plant of the company would 
have been wiped out, In its stead would 
be a multitude, unlimited in number, 
scrambling for insurance premiums with 
no resultant good to the insuring pub- 
lic or the stock companies themselves. 


What Branch Offices May Lead To 


“It is possible that in the larger cen- 
ters a few branch offices can be oper- 
ated to the premium benefit of the com- 
panies which establish them and to the 
detriment of competing companies and 
disruption of the agency force. But if 
all companies in a given city undertake 
to operate on a branch office basis, an- 
other picture is painted. Put two hun- 
dred and fifty companies operating 
branch offices in a city and visualize the 
result. This is the way some company 
executives have pictured it to me: 

“Elimination of at least 80% of the 
agents operating in this country today— 
a few agents would be able to maintain 
themselves in business, but unfortunately 
every agent believes that he would be 
included in the chosen 20%. 

“Increased costs of doing business re- 
sulting in political interference; 

“A large portion of the business drift- 
ing to mutuals and reciprocals; 

“Collapse of the financial structure of 
many companies and the eventual return 
of the others to the agency method, 


faced with the necessity of replacing 
their present agency plants which would 
have been dissolved with a new group of 
agents who would have to be educated 
from the ground up. 

“There are some who believe that the 
condition created by a general branch of- 
fice system would lead inevitably to state 
or Governmental insurance. 

“There is no doubt in my mind that a 
large majority of our companies are op- 
posed to this method of doing business 
which may so easily prove a boomerang 
to themselves and that they are firm 
friends of the American agency system. 
The competition resulting from branch 
office instalation by some companies, 
however, is forcing others to do like- 
wise.” 





JEFFERSON FIRE LIQUIDATED 


The dissolution of the Jefferson Fire 
of Newark has been completed. In addi- 
tion to the original capital subscription 
of $10 a share the stockholders will re- 
ceive 25 cents a share. All policy obliga- 
tions have been reinsured and other lia- 
bilities paid or arranged for. The final 
distribution of $2.75 a share will be made 
by the Marine Midland Trust Co. of New 
York on surrender of the stock certifi- 
cates, This company was formed in 1927 
by interests associated with the Lincoln 
Interstate Holding Co. The company 
was taken over early in 1929 by Corroon 
& Reynolds of New York, who began 
liquidation last November. 
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pany by receiving the appointment of 
resident secretary. 
Pell Dies in 1869 


In May, 1869, after twenty-one years 
of brilliant service, Alfred Pell, the com- 
pany’s first agent and chief executive in 
America, died. His career was filled with 
fine accomplishments and he was widely 
known for his independence of charac- 
ter and uncompromising adherence to 
what he considered truth. His great 
courage and keen ability had much to 
do with the success of the company in 
America. His son, also named Alfred 
Pell, succeeded him. 


In the reconstruction period following 
che Civil War, considerable pressure was 
felt due to competition of American com- 
panies. However, a series of severe con- 
flagrations was to prove to the world as 
well as the country the ability of the 
company to meet any such emergencies. 


By the prompt and complete payments 
of $3,270,780 in losses resulting from the 
Chicago conflagration of October 9, 1871, 
and of $1,427,729 after the Boston fire 
of November 9, 1872, the company earned 
the respect and admiration of the na- 
tion and became recognized for the first 
time as one of the real insurance leaders. 

In February, 1904, the company suf- 
fered another serious conflagration loss 
of $1,051,543 at Baltimore. 

San Francisco Loss 

The greatest test of all, however, came 
in April, 1906, when the most disastrous 
fire in the history of the country almost 
entirely destroyed the city of San Fran- 
cisco. The company established a great 
record by the promptness with which it 
paid $4,752,000 in losses, dollar for dollar. 

In December, 1862, the property at 45 
William Street had been purchased for 
use as an office. In 1879 the adjoining 
property on the north, Nos. 47 and 49 
William Street and Nos, 41 and 43 Pine 
Street, was also acquired, and in that 
year a new fireproof eight-story building 
was erected which was occupied as the 
home of the company until 1913. 

After serving seven years, from 1869 
to 1876, the second Alfred Pell retired. 
During his term of management depart- 
ments with local boards of directors were 
established in San Francisco and Chica- 
go, and re-established in New Orleans. 

James E. Pulsford succeeded Mr. Pell 
as resident manager. The period follow- 
ing was difficult for all insurance com- 
panies. The high emergency rates 
caused by the series of severe confla- 
grations brought about the collapse of 
rating boards throughout the country. 

Upon the retirement of Mr. Pulsford 
in 1887 Henry W. Eaton became resi- 
dent manager. It was under his direc- 
tion, just prior to the Spanish-Ameri- 
can War in 1897, that the Liverpool & 
London & Globe Insurance Co. of New 
York was formed. Later, in 1916, this 
company became known as the Star In- 
surance Co. of America. Mr. Eaton 
served as resident manager until he was 
retired in 1918. 

New Quarters in 1913 

Following the purchase of the Wolfe 
Building at 80 William Street. New York. 
in 1911 the company moved into its new 
headquarters there in 1913. Leaving its 
metropolitan department at 80 William 
Street in 1921 the company moved to 
Newark, N. J.. where it was quartered 
in the new Globe Indemnity Building 
Two years later the company moved 
back to New York, securing two floors 
in the Pershing Square Building, at Park 
Avenue and Forty-second Street. 

A series of important administrative 
moves were undertaken after the com- 
pany returned to New York. The board 
of directors at Chicago was -dissolved; 
the Southern and Western underwriting 
departments were brought to New York 
in 1927 and 1928 respectively. Under the 
able management of Harold Warner. 
who became chief executive in the United 
States in 1926, its vast resources and 


widespread facilities were marshaled and 
welded into a central unit. 

June 19, 1931, marked the return of 
the strongly reorganized company to the 
Vicinity of its birth in America. The 
occupation of its splendid new quarters 
in the Royal Building at 150 William 
Street once again places the company in 
the heart of the New York insurance 
district. 





J. D. LECKY, JR., MARRIED 


Wedding bells rang June 20 for James 
Douglas Lecky, Jr. Virginia special 
agent for the Provident Fire and the 
State Assurance, and Miss Elizabeth 
Miles Call, daughter of Mr. and Mrs. 
George W. Call of Richmond. Mr. Lecky 
is a nephew of Robert Lecky, Jr., well 
known local agent of Richmond. Parke 
Lecky of New York, brother of the 
groom, was best man. 





WORCESTER AD. CAMPAIGN 


The local agents of Worcester, Mass., 
are planning a city-wide newspaper ad- 
vertising campaign in the local press 
during July. The Worcester Board of 
Underwriters met last -.week and had 
John W. Longnecker, advertising man- 
ager of the Hartford Fire, as speaker. 
He believes that the local newspaper is 
the best medium for conducting a local 
advertising drive and spreading the mes- 
sage of insurance to the general public. 
Newspaper advertising he characterized 
as a powerful force when properly: used. 





M. M. BROWN OF ERIE DIES 


Matthew M. Brown, Erie, Pa., insur- 
ance broker, passed away last week in 
his home in that city at the age of 73 
years. He was regarded as one of the 
best read men in his community. 


For the benefit of the insurer 
our agents have multiple-line 
facilities at their command, 
writing nationwide: Fire, Auto- 
mobile, Marine, Casualty, 
Accident and Health, and 
Fidelity and Surety Bonds. 
Fireman’s Fund, Home Fire 
& Marine and Occidental 
Insurance companies, the 
Fireman’s Fund and Occiden- 
tal Indemnity companies. . . 


SAN FRANCISCO 
NEW YORK CHICAGO BOSTON ATLANTA 


EASTERN PA. AGENTS MEET 


The local agents of Allentown, Beth- 
lehem and Easton, Pa., held a joint meet- 
ing and dinner at the Northampton Coun- 
try Club last Friday to honor Senator 
Warren S. Roberts of the agency firm of 
the .Woodring-Roberts Corporation. He 
is the Pennsylvania state senator repre- 
senting Northampton County and presi- 
dent of the Bethlehem local board. Ray 
S. Brown’of Brown & Koch and presi- 
dent of the Allentown local board, acted 
as toastmaster and Walter H. Bennett, 
secretary-counsel of the National Asso- 
ciation of Insurance Agents, was the 
principal speaker. James P. Lavelle ex- 


plained the workings of the Scranton, 
Pa. board and Kenneth H. Bair of 
Greensburg, president of the Pennsyl- 
vania Association of Local Agents, also 
spoke. 
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British Underwriters Puzzled 


Over Future of Reinsurance 


Present Direct Writing Facilities Do Not Demand Large 
Reinsurance Markets But Competition Tends 
to Create Them 


Marine underwriting interests in Eu- 
rope are still wondering where the next 
large reinsurance market will develop, if 
any is created. Will it be the United 
States, or back on the Continent where 
disaster has recently overtaken many of 
the insurance companies which special- 
ized in marine reinsurance? The New 
York market has never been over eager 
for European reinsurance but at the 
same time sees the benefits of getting 
foreign business which may be placed 
here under proper conditions. 

The story of the rise and fall of Euro- 
pean reinsurance efforts is contained in 
a recent special issue of the Post Maga- 
zine and Insurance Monitor of England 
devoted to reinsurance. Victor Dover, 
fellow of the Chartered Insurance In- 
stitute, a well-known writer on insurance 
matters, contributed an article on the 
marine end of the reinsurance game 
which is both interesting and enlighten- 
ing. Extracts from it follow: 


Exploiting the Reinsurer 


At the beginning of the slump at least 
one British underwriter clearly saw ex- 
actly into the immediate future. He ap- 
preciated that it would become increas- 
ingly difficult to obtain profits on marine 
insurance by orthodox underwriting 
methods, and at once commenced to or- 
ganize his business in such a way that 
whatever happened to the generality of 
underwriters the future of his own ac- 
count was secure. He developed a re- 
insurance system the like of which had 
never before been known. Whereas the 
market had previously been able to an- 
ticipate the reinsurance movements of 
its leaders, this new force in the market 
was always able to steal a march on his 
competitors, and it is still true today 
that his reinsurance intentions—and 
therefore his original leads—remain un- 
disclosed to the market until they be- 
come accomplished facts. 

The success which attended these 
methods was such that a number of other 
underwriters attempted to follow the 
same system, but with a material differ- 
ence. The underwriter in question did 
not overlook the fact that any reinsur- 
ance system that exploited the reinsurers 
was bound to fail in the long run, but 
his competitors took the view that a 
profit snatched from reinsurers was as 
good as a credit balance on direct un- 
derwriting account. This attitude more 
than anything else was responsible for 
the decline generally of marine insurance 
rates to levels below what could be re- 
garded as potentially economic. The 
process was accelerated, of course, by 
external events, and by the change in 
the methods of insuring cargoes by 
which the permanent open cover has 
come almost entirely to supplant the in- 
dividual slip separately underwritten. 

It has been said that certain of the 
companies who relied on reinsurance 
profits to bolster up uneconomic under- 
writing, pursued deliberately a policy in- 
tended to freeze out the weaker elements 
in the market. They attempted, it is 
alleged, to starve the smaller underwrit- 
ers by accepting enormous commitments 
on as many risks as possible, thus ac- 
centuating competition for the remaining 
business and making it almost hopeless 
for less powerful organizations to sur- 
vive. There is an element of truth in 
this contention, but the reduction in the 
size of the marine market brought about 





by these measures in 
been almost negligible. 
Rarely Known Before 1914 

Before 1914 the reinsurance treaty 
was almost unknown in marine insur- 
ance, at least in England. The fac- 
ultative reinsurance and the reinsurance 
cover sufficed to meet the needs of most 
underwriters. Acceptances were much 
more moderate than they are today, and, 
strangely enough, average _ retentions 
were greater. It may be that the incur- 
sion of the composite company into ma- 
rine insurance brought about a changed 
outlook, but in any case it coincided 
with the general introduction into the 
marine branch of the business of the 
practice of profit reinsurance. One rea- 
son for this undoubtedly was the pos- 
sibility of collective bargaining, whereby 
marine treaties were bartered side by 
side with non-marine treaties. A poor 
marine treaty could thus be negotiated 
not on its merits, but on the desirable 
character of a fire treaty, Since then 
almost every imaginable iniquity has 
been associated with the transaction of 
marine insurance. 

Many things facilitated the path of 
the voracious marine underwriter out 
after his “legitimate” prey—the com- 
plaisant reinsurer. There were first a 
number of British reinsurance companies 
which were formed to replace during the 
war the vanished German reinsurance 
market, and which were at first not 
averse from participating in what had 
the reputation of being desirable marine 
business. These companies soon discov- 
ered what was happening, and some did 
not recover from the shock that followed 
disillusionment. The British reinsurance 
market was soon completely exploited— 
“exhausted,” perhaps, would be the more 
appropriate word. Some of these com- 
panies saw the red light in time, and 
retired from the field scorched, but not 
burnt. 


themselves has 


Affairs on the Continent 

By this time the Continent of Europe 
was ready and more than willing to play 
its part. Once again the British marine 
underwriters had things all their own 
way. There was first the international 
reputation of the British marine market, 
which was accepted all over the world. 
The London marine underwriter could 
do no wrong—in his sphere he was su- 
preme. There was then the fact that 








many Continental companies had had 
age-long associations with their British 
opposite numbers, and could not visual- 
ize the possibility of exploitation by 
those they had come to regard as friends 
and collaborators. When at first ad- 
versity came, these foreign companies 
said: “We must help our English friends 
in their bad time; we must assist them 
in their period of temporary misfortune. 
That is our function.” Some of these 
companies, particularly in Scandinavia, 
have paid very dearly for their mistaken 
sense of loyalty. Amongst others, the 
grand old Royal Chartered Marine In- 
surance Company of Copenhagen was 
thus brought to its knees—a tragedy in- 
deed. 

Then there was Germany, a country 
with an historic tradition of sagacity in 
reinsurance business. It was but natural 
that there should have been a desire in 
that country to rebuild its former for- 
tunes, and to resuscitate its commercial 
relationships. The old reinsurance com- 
panies came back into the international 
reinsurance market, and were followed 
by many of the facultative companies. 
The attitude of the purely reinsurance 
companies needs no explanation, but it 
was speedily apparent that in a recon- 
structed world their old skill availed 
them little. The explanation of the in- 
cursion into marine reinsurance market 
of the facultative companies, although 
not immediately apparent, is simple in 
the extreme. Their own business. was 
local or export. On the enormous vol- 
ume of import trade, and the whole 
range of business external to Germany, 
they had no opportunity of becoming 
interested on direct account. This meant 
an unbalanced book, and a negation of 
the fundamental theory of underwriting 
—the proper spread of risk. Moreover, 
the export business, consisting mainly of 
manufactured products, brought with it 
too many claims in proportion—it was 
generally believed in Germany that the 
really desirable business was the insur- 
ance of imported raw produce. If this 
could not be obtained direct, it must be 
got by reinsurance, and this came to 
mean at all costs. 

British marine insurance business was 
now down to rock bottom. If there was 
no profit in it for the original under- 
writers, what hope could there be for 
the less favorably situated reinsurer? 
The position became worse and worse, 
for the first reinsurers’ business was re- 
troceded, and then again retroceded un- 
til the net premium received by the ul- 
timate retrocessionnaire was down to a 
suicidal level. The collapse which came 
a year or two ago was not only presaged 
—it was inevitable. 

The German Debacle 

The severity of the debacle in Ger- 
many, when it did come, was unques- 
tionably accentuated by the prevalence 
in recent years in Central Europe of a 
spirit of speculation, almost as wide- 
spread as it was in the United States 
during the Wall Street boom. This post- 
poned the evil day of reckoning, but 
made it infinitely worse when it did 
come. The German companies seemed 
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to suffer from premium hunger. They 
deliberately ignored the portents. When 
it was apparent even to the executives 
concerned that disaster loomed ahead, a 
regrettable ostrich policy was adopted, 
and accounts were presented by a num- 
ber of companies which, if not definitely 
fraudulent, were certainly idiotically op- 
timistic. 

There was an almost complete failure 
to face the facts, and to compute out- 
standing liabilities on anything like a 
conservative basis. Even the collapse of 
the Frankfurter General did not burst 
the bubble, principally because theré was 
an inclination to over-emphasize the part 
played in its failure by its financial 
rather than its insurance operations. The 
liquidation of the Assecuranz Union, of 
course, completely spilled the beans, and, 
to mix metaphors, the cat was irrevoc- 
ably out of the bag. It cannot be too 
strongly emphasized that it was the 
quality of British marine reinsurance 
business that broke the back of the Ger- 
man reinsurance market, although other 
factors were present. 

In Italy, in France, and elsewhere on 
the Continent of Europe events followed 
a somewhat similar course, although 
wthout such strikingly spectacular re- 
sults. The very name of British marine 

(Continued on Page 34) 





MARINE UNION MEETING 





International Organization Issues Agenda 
for Gathering at Baden-Baden 
in September 

The International Union of Marine In- 
surance has issued its program for the 
sixty-sixth general meeting which will 
be held in the Kurhaus at Baden-Baden 
beginning September 28. There will be 
no meeting of the executive council in 
London this year. 

From the provisional agenda it ap- 
pears that after the formal opening and 
the presidential address, the National As- 
sociation’s Committee will report with 
special reference to “Affaires Deplaceés,” 
the renewal of existing agreements and 
on miscellaneous items, while in this sec- 
tion the report of the Average Agencies’ 
Committee will also be included. 

Walter Schues, the chairman of the 
Union’s hull committee, will then report 
on hull risks, while the report of the 
committee for the improvement of cargo 
risks will be made by J. ter Meulen, of 
Amsterdam. There will follow reports 
on Near East business, and the Black 
Sea and Danube grain scale will come up 
for consideration. O. H. Hoffman will 
report on river business, H. von Tyszka 
on aviation insurance, and Mr. Schues 
again will deal with reinsurance. In the 
Maritime Law and Law of Carriage Sec- 
tion A. H. Brandt will report for the 
committee which deals with these ques- 
tions, while M. E. Luessier of Paris is 
down to speak on general average. 


EARTHQUAKE RISK EXCLUDED 








London Underwriters Announce’ Change 
in Frozen Meat Clause To Be 
Effective August 1 

It is announced that on and after Aug- 
ust 1 marine policies on frozen meat will 
exclude the risk of damage by earth- 
quake, the Institute of London Under- 
writers having decided to add to the in- 
stitute frozen meat clauses a paragraph 
reading: 

“Notwithstanding anything to the con- 
trary herein, this insurance is warranted 
free of loss or damage on shore caused 
directly or indirectly by earthquake, vol- 
canic eruption, and/or fire resulting 
therefrom.” 

The adoption of this clause is one re- 
sult of the earthquake in the Hawkes 
Bay district of New Zealand last Feb- 
ruary, as a result of which marine un- 
derwriters suffered heavy losses on 
produce in freezing works ashore prior 
to shipment. 

At the time some discussion arose over 
the question of liability, as it was pointed 
out that earthquake was a land peril and 
not a peril of the seas; but the institute 
frozen meat clauses are so comprehen- 
sive that there was no question that the 
damage was not covered. 
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CASUALTY AND SURETY 





Bureau of Personal A. & H. Takes 
Big Step Toward Policy Uniformity 


Governing Committee Proceeding With New Program As 
Result of Tuesday’s Important Meeting; Splendid 
Spirit of Co-operation Shown 


The special meeting on Tuesday of the 
Bureau of Personal Accident & Health 
Underwriters to take action on the re- 
vised program of ten proposals to im- 
prove the accident and health business 
was considered the most important gath- 


ering of leaders in this field in years. 
That its effect will be beneficial and far- 
reaching was indicated by the approval 
given to the governing committee at the 
conclusion of the meeting to go ahead 
with the program. The vote on the pro- 
posals, showed that they were viewed 
favorably by companies _ representing 
about $57,000,000 in annual accident pre- 
miums. Although there may still be a 
few differences of opinion on policy uni- 
formity, the crux of the program, they 
are considered only of a temporary na- 
ture. 

Member company representatives felt 
free to say after the session that a far 
greater spirit of co-operation was shown 
than ever before. The program had 
been planned carefully in advance and 
submitted to member companies for their 
consideration; it represented the com- 
bined efforts of the Bureau’s governing 
committee, its underwriting committee 
and a special committee named by the 
Association of Casualty & Surety Ex- 
ecutives composed of nine company 
leaders. 

Outcome of Many Meetings 

Emphasis was placed on the fact that 
the program was the outcome of many 
meetings and a most comprehensive re- 
view, not alone of the needs of the dif- 
ferent companies but of the records of 
accident and health insurance over many 
years. Consideration was also given to 
the undeveloped possibilities of the busi- 
ness in the coming years. 

While recommending strongly uniform 
policy treatment by the companies in 
every way possible it was recognized by 
the committees that latitude should be 
allowed for individual initiative concern- 
ing forms of policies now in existence 
and for the development of new cover- 
ages in the future. The needs of all 
types of carrier were considered, new 
and old, large and small, whether life 
insurance or multiple line casualty com- 
panies writing commercial accident and 
health lines. 

Broadly speaking the objectives sought 
through the program, which is outlined 
below, were first, to secure through a 
broader spread of statistics a more equi- 
table and scientific basis of rating poli- 
cies; second, more uniform practices 
among the companies to simplify the 
business. 


Industrial A. & H. Not Included 


ProposaLt ONE: Set forth that the forms 
of policies under the program are: all 
forms of commercial accident, health and 


disability policies including automobile ac- 
cident or other special or so-called lim- 
ited coverage contracts issued for risks 
classed A, B, C and D.* Industrial acci- 
dent and health was not included; neither 
were non-can. accident or sickness poli- 
cies issued on a plan under which the 
insured has the right of renewal up to a 
specified age and disability indemnity is 
payable for life. Other forms of so-called 
non-can. come with the scope of the pro- 
gram. 

ProposaL Two: The territory in which 
the program shall be made applicable shall 
be limited to continental United States 
(not including Canal Zone) and Hawaii. 

PRoposAL THREE: Each member com- 
pany shall submit accident statistics in 
connection with its own business (new 
and renewal) as early as possible and in 
any event beginning not later than Jan- 
uary 1, 1932. 

ProposaL Four: Each member company 
shall adopt as early as possible and not 
later than January 1, 1932, the standard 
classification manual of the Bureau, or, 
with the consent of the governing com- 
mittee, may adopt a manual substantially 
the same as the standard classification 
manual, for risks classed A to D* in- 
clusive. 

ProposaL Five: The Bureau shall pre- 
pare and as early as possible shall send to 
each company member for general guid- 
ance a set of underwriting instructions 
which shall be advisory and not manda- 
tory. It is emphasized that the instruc- 
tions are advisory and the purpose of the 
proposal is to present the specific advisory 
instructions as a service for all companies. 
The instructions are broad in nature and 
may be amplified or refined by the indi- 
vidual company in presenting the instruc- 
tions to its home office and field force 
according to the needs of the individual 
companies. 

Proposat ‘Six; There are set forth be- 
low certain clauses occurring in the re- 
spective forms of policies named. It shall 
be mandatory on each member company 
to adopt the intent and also follow sub- 
stantially the language of these clauses. 
Slight changes in language which do not 
materially affect the coverage will be per- 
mitted. The limits included in these 
clauses shall be the maximum limits al- 
lowed. 

The Accident Insuring Clause 


Against loss resulting solely from bod- 
ily injuries effected directly and indepen- 
dently of all other causes through acci- 
dental means. Consideration should be 
given, among other things, to the follow- 
ing suggestions : ; 

1. That the loss be made subject to the pro- 
visions, conditions and limitations of the policy. 

That the injuries shall occur during the 
term of the policy. : 

3. Suicide, sane or insane, is not covered. 


(Continued on Page 32) 
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Retaining Present Lines More Vital 
Than New Business, Says Cullen 


National Surety V.-P. Whose Greater New York Department 
Made Outstanding 1930 Record Most Encouraged This 
Year Over Construction Outlook 


As the first half of 1931 draws to a 
close there is not a fidelity and surety 
office along William Street, or for that 
matter, in the entire country that has 
not had to be constantly on the alert, 
quick to sense the significance of each 
new development in a troublesome, trying 
period, and wary of all business sub- 
mitted that is not up to a certain under- 
writing standard. Admittedly losses have 
been heavier than last year, production 
slower; it has been a real test period 
for a good many offices both in person- 
nel efficiency and morale. Take a spe- 
cific case: 

Last year the Greater New York de- 
partment of the National Surety made 
an outstanding record for itself, writing 
a gross volume of more than $7,000,000 
of which close to $5,500,000 was net. 
Its loss ratio compared favorably with 
that of 1929 and collections were nearly 
$6,000,000. Because of the keen interest 
shown in this unusual record and 
whether such a fast pace could be main- 
tained this year, The Eastern Under- 
writer has interviewed Vincent Cullen, 
vice-president in charge, this week so as 
to get a definite expression of his opin- 
ion on a number of questions. 


No Depression Among Producers 


Has the morale of the office held up? 
Decidedly “Yes.” Mr. Cullen does not 
see any depression among his producers. 
“On the other hand, they are all very 
much on their toes and working harder 
than ever,’ he says. He stresses the 
point that a goodly portion of their time 
has been taken up with holding what 
business they have rather than the de- 
velopment of new business. He observes: 

“We have a number of producers who 
have done exceptionally well when you 
take into consideration the condition of 
things generally. Until a couple of years 
ago these men got their business fairly 
easily. When the depression began they 
were a little off their balance but they 
apparently have gotten used to the slim 


times and are working doubly hard to 
hold and increase their lines. 

“Remember that these men have had 
large lines of fidelity, burglary, blanket 
bond and forgery insurance. With a 
drop in business the merchant or bank 
attempts to save premiums. Here is 
where our producers have driven home 
to the insuring public that in trouble- 
some times they need the insurance 
more than ever—so that while it may be 
they are not developing a lot of new 
business they are battling hard to keep 
what they have.” 


Slim Chance for Volume Gains 


What chance is there for an aggre- 
gate gain in fidelity and surety produc- 
tion? A very slim one in Mr. Cullen’s 
opinion. He feels that unless business 
takes a very definite turn no office will 
show an increase. At the moment he 
looks upon the general construction lines 
as the most encouraging and he says: 

“If all the’ different schedules are car- 
ried out by the federal, state, city and 
county governments there should be a 
very substantial amount of contract bond 
premiums. I point out to you the fact 
that the big Hoover Dam bond produced 
a premium of hundreds of thousands of 
dollars. There will be a great many 
thousands of dollars in premiums in con- 
nection with the big Golden Gate bridge 
on the Pacific Coast. The federal and 
state governments are planning a large 
amount of road work. All of this ac- 
tivity should eventually mean a great 
many more premiums for the surety 
companies. 

“Until business picks up decidedly we 
do not expect any definite increase in the 
fidelity, burglary or blanket bond lines. 
These lines depend entirely upon an ex- 
pansion in business.” 

Notes Drop in Loss Frequency 

A close student of the business trend 
and of economic conditions as they ef- 
fect the bonding business, Mr. Cullen 
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Real Accomplishment Seen In | 


Commissioners’ Chicago Session 


Adoption of Resolution on Emergency Compensation Rate 
Increases a Notable Action; Gives Carriers Open Ap- 
proval to Go Ahead with Their Plans 


By CLARENCE W. HOBBS, 
Special Representative, National Convention of Insurance Commissioners on 
Staff of National Council on Compensation Insurance 


The June meeting of the National 
Convention of Insurance Commissioners 
was a notable gathering in several re- 
spects. The Convention has, since its 
last meeting, experienced a far-reaching 
change in personnel. Many new names 
appear in the responses to the roll call, 
and a number of other names were list- 
ed in response for the last time. But 
the new members appear well qualified 
to maintain the fine traditions of the 
Convention, and the present session 
evinced a wholesome conception of the 
seriousness of the present situation, and 


what is even more encouraging, a fine 
unity of purpose. As a result, this Con- 
vention passes into history with a real 
record of achievement. 

The controversy over the amendments 
to the constitution of the National Coun- 
cil, which occupied no little part of the 
time of the December session, was 
brought to a conclusion. The amend- 
ments in question were designed to per- 
mit the stock and the non-stock mem- 
bers of the Council to establish, each 
side its own expense loadings. The De- 
cember Convention did not go into the 
merits of the proposition, taking much 
offense at the mode in which the matter 
was handled. 

Coming down to the merits, the pres- 
ent Convention did impartial justice, 
agreeing in part with the contentions of 
both sides. It agreed with the stock car- 
riers to the extent of voicing an opinion 
that under some circumstances separate 
determination of expense loadings should 
be allowed. It agreed with the non-stock 
carriers to the extent of indicating that 
there should be joint discussion of all 
propositions for changing the expense 
loadings, and that separate determination 
should not be resorted to until the two 
sides were deadlocked, and one of the 
sides indicated unwillingness to be bound 
by a decision breaking the deadlock in 
the manner provided by the constitution. 
The following will indicate the differ- 
ences in the several plans. 


How Rating Plans Differ 


(a) The National Council makes rates 
through a rates committee having gen- 
eral jurisdiction and a series of regional 
committees having jurisdiction over spe- 
cific states. General rating principles are 
established by the rates committee, and 
rates computed in accordance with these 
principles are submitted to the appro- 
priate regional committees for adoption 
for specific states. These committees are 
equally divided as to membership be- 
tween stock and non-stock carriers. 

The system prior to the amendments 
was for all rating proposals: to be de- 
termined by vote of the entire commit- 
tees. A tie vote on the rates committee 
was resolved by vote of the representa- 
tive of the National Convention of In- 
surance Commissioners. A tie vote on 
a regional committee was resolved by 
the board of appeals, a body consisting 
of one stock representative, one non- 
stock representative and the representa- 
tive of the National Convention of In- 
surance Commissioners. 

(b) The amendments changed this 
procedure only with respect to proposals 
involving the expense loading. They 
provided that in determining the expense 


loading, the two sides should act as sep- 
arate committees, each side establishing 
its own expense loading. This tended 
normally to produce two sets of rates 
for submission to each state. 


(c) The idea of the National Conven- 
tion is, that the old procedure should be 
reinstated down to the point where a tie 
vote results. Then, if both sides agree 
to be bound by the decision, the tie is 
resolved in accordance with the old pro- 
cedure. If either side fails so to agree, 
then each side makes its own expense 
loading as provided by the amendments. 
In effect, this merely calls on the two 
sides to make one effort to agree, and 
to prevent needless differences in rate 
filings. 

The attitude of the carriers has not as 
yet been ascertained, It is to be hoped 
it will prove satisfactory to both groups, 
who in the present exigency, need as 
never before to be of one mind. 


Agreement on Emergency Rate Action 


This exigency was the active cause of 
a second matter acted upon by the Con- 
vention. The carriers jointlv brought to 
the attention of the Convention the fact 
that under present conditions the situa- 
tion with regard to compensation rates 
was little short of calamitous. - Accord- 
ing to the figures submitted, compensa- 
tion insurance has been notably unprof- 
itable over a long series of years, the 
average annual excess of losses over es- 
timates being about 10%; the aggregate 
excess of the losses for the series being 
about $144,000,000. 

At present, due to increasing mechan- 
ization of industry, reductions in wage 
scale, malingering induced by uncertain- 
ty of employment, and increasing lib- 
erality on the part of officials adminis- 
tering the law, the deficiency is mounting 
with alarming rapidity. The statement 
was referred to the committee on work- 
men’s compensation insurance which 
held a hearing forthwith. The case for 
the carriers was presented by W. F. 
Roeber, general manager of the National 
Council on Compensation Insurance; 
William Leslie, associate general man- 
ager of the National Bureau of Casualty 
& Surety Underwriters; A. V. Gruhn, 
counsel for the National Association of 
Mutual Casualty Companies; R. J. Sulli- 
van, vice-president of the Travelers, and 
Jesse S. Phillips, president of the Great 
American Indemnity. 

Their testimony and argument was in 
confirmation of the statement submitted ; 
and the committee without delay report- 
ed a resolution, which was unanimously 
adopted by the convention, declaring 
that an emergency exists, and that it is 
the duty of the carriers, the National 
Council on Compensation Insurance and 
individual commissioners to take action 
to meet it. 

This action by the Convention is a 
notable one. It will be recalled that 
during the war, the fire companies in- 
curred much criticism by surcharging 
their rates 10%. That this resolution is 
the prelude to an increase in compensa- 
tion rates can hardly be doubted, and it 
is probable that the carriers are wise in 
taking the matter up with the Conven- 
tion in the first instance. No public 
statement was made as to the degree of 
increase contemplated. Mr. Roeber was 
asked by the committee what plans, if 
any, the carriers had formed to meet the 
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situation; to which he replied that the 
Council had as yet taken no action. 

The passage of the resolution does not 
prevent the Convention from taking cog- 
nizance of rate increases if and when 
made, nor does it preclude in any way 
individual commissioners from examin- 
ing such increases upon their merits. 
Commissioner Tarver of Texas, in an- 
nouncing his intention to vote for the 
resolution, indicated his opinion that the 
carriers should not forget that not only 
they but the whole community as well 
were suffering. Commissioner Dunham 
of Connecticut expressed concurrence in 
this sentiment; and Commissioner Liv- 
ingston of Michigan indicated distinctly 
that his vote on the resolution was not 
to be understood as foregoing his rights 
to pass upon rates filed in his state. 

While the carriers have won an open 
approval to go ahead with plans for rais- 
ing rates, it does not in any way remove 
from them the obligation to proceed tem- 
perately and equitably, and in a manner 
which they will be prepared to justify 
before the supervising officials. Never- 
theless, up to date they have the sym- 
pathy of the Convention, and that may 
prove of great value. 


Where Economies Can Be Effected 


It may be noted that to its resolution 
the Convention annexed an expression 
of opinion that the carriers should at 
once initiate an investigation as to what 
economies could be effected and what 
items of expense eliminated. There has 
been something more than a suspicion 
that the causes alleged by the carriers 
are not the whole story; and that un- 
favorable underwriting experience is due 
to some which are at least in part within 
the control of the carriers. 

Some loss, though perhaps not a con- 
siderable loss, is attributable to rate 
competition; either in the form of de- 
liberate rate cutting, or in what amounts 
to the same, of failure to make proper 
payroll audits. On this last point, Mr. 
Sullivan testified that his company col- 
lected better than 99% of its payrolls; 
but it can hardly be assumed offhand 
that the record of all companies is equal- 
ly good. A part of the loss, whatever 
it may be, is due to lack of rate regula- 
tory laws, or to lack of a thorough and 
rigorous enforcement of the laws that 
exist. In these cases the companies are, 
in a way, helpless, and are forced to 
meet a situation wherein the company 
that makes the best bid gets the busi- 
ness. Some money is lost undoubtedly 
by scattering the business among more 
companies than have a warrant for ex- 
istence; some by the necessary mainte- 
nance of duplicate service organizations ; 
but the companies have no way of pre- 
venting the incorporation of new compa- 
nies and have a very rational objection 
to merging service organizations to the 
point where they lose their individuality 


and such competitive advantage as may 
lie in the maintenance of superior 
service. 

The problem as outlined is one that 
deserves careful consideration but is one 
which may well require the co-operation 
of supervising officials adequately to 
solve. 

Rate Cutting and Rebating 

This problem is closely related to the 
situation described in the vigorous paper 
of William B. Joyce, chairman of the 
National Surety Company. This, too, 
dwelt on losses caused by rate cutting 
and rebating in another important field. 
This address was referred to the com- 
mittee on fidelity and surety, which is 
to hold hearings before the next meeting 
of the Convention. The Convention’s 
interest in the proposition was further 
evinced in executive session, Superin- 
tendent George S. Van Schaick of New 
York discussing at length the steps being 
taken by his Department to compel ad- 
herence to rates and rating plans. 

lt is to be hoped that the Convention 
will continue to give the matter its close 
attention. While perfect compliance 
with rating laws can never be secured, 
attempts by supervisory officials to 
strengthen such laws and to give strict 
enforcement thereto, merit both com- 
mendation and co-operation. 

One must not overlook Chauncey S. S. 
Miller’s forceful address upon company 
name pirating. On this point, however, 
while one can recall instances where a 
company has deliberately sought to 
sponge on a well-established trade name, 
and differs not at all with Mr. Miller as 
to the ethics of the practice, one recalls 
also cases where established companies 
have sought to press an objection based 
on a very far-fetched similarity. It is a 
difficult point of jurisdiction, and one 
that is like to give cause for complaint 
for many years to come. 

Take it all in all the Convention was 
as worthy a function as the Insurance 
Commissioners have held in some time, 
and holds much promise for the future. 





BRITAIN’S TOURING PRIVILEGES 





4-Month Certificate of Foreign Insurance 

May Be Obtained by Visitors; There- 

after British Policy Necessary 

Tourists driving their own automobiles 
in Great Britain during a period of four 
months will be able under certain condi- 
tions to take advantage of the limited 
liability insurance which they already 
have on their cars without securing Brit- 
ish insurance, according to a report re- 
ceived by the Department of State from 
the American Embassy in London. 

The British Road Traffic Act of 1930 
calls for unlimited liability on all insur- 
ance policies. The Embassy’s report, 
however, sets forth that in the exercise 
of his powers he has modified the re- 
quirements of the act with regard to 
vehicles brought into Great Britain by 
persons making only a temporary visit. 
Such persons, having insurance with a 
company outside of the country may ap- 
ply to an issuing authority for a certifi- 
cate of foreign insurance on receipt of 
which they will be able to drive, without 
contravention of the act, the car or cars 
to which their policies relate. : 

This certificate of foreign insurance is 
good for four months from the date of 
arrival in Great Britain; for visitors re- 
maining longer it will be necessary to 
obtain a policy of insurance in respect of 
third party risks as described in the 
British act. 





MAXWELL HALSEY ACTIVE 


Maxwell Halsey, traffic engineer of the 
National Bureau of Casualty & Surety 
Underwriters, has been conferring with 
engineers and civic committees in six 
eastern cities on the automobile accident 
situation on the highways. At Elmira 
he addressed the commercial fleet sec- 
tion of the chamber of commerce and 
at Syracuse spoke before a similar body 
which is arranging for a safety campaign. 
Other cities visited were Boston, Wor- 
cester, Providence and Hartford. 
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W. H. Bennett Vigorous 
Against Class Rule 


STIFLING TO PRIVATE INITIATIVE 





His Bethlehem Address Sounds Warning 
on Spread of State Compensation 
and Compulsory Schemes 





The tendency of state and federal gov- 
ernments to stifle private initiative and 
set up in its place a system of political 
machinery is no idle dream, in the opin- 
ion of Walter H. Bennett, secretary- 
counsel, National Association of Insur- 
ance Agents, who made a vigorous talk 
on this subject before the recent eastern 
regional meeting of the Pennsylvania As- 
sociation at Bethlehem. 

Visibly showing his disapproval of the 
action of the Keystone state’s governor 
in launching “a vitriolic attack against 
the public utilities’ at the meeting of 
the governors in Indiana recently, Mr. 
Bennett declared that the clouds of busi- 
ness depression still remaining in the sky 
could not be cleared by such violent’ at- 
tacks upon American business which, in 
his opinion, is heroically attempting to 
restore confidence in American industries 


and progress for the American people. 
He emphasized: 

“Our job today is a supporting flank 
movement from the rostrum and in the 
press, and not an attack calculated to 
tear down confidence and remove sta- 
bility.” 

The Threat of Class Rule 


Further along in his address Mr. Ben- 
nett warned that “class rule threatens 
your business just as definitely as it 
threatens the public utilities.” He sound- 
ed the trumpet of co-operation, of getting 
together to stamp out state participation 
in compensation insurance, now existent 
in seventeen states, seven of which, he 
said, are absolutely driving out healthy 
competition because they are compulsory. 
“Other states are threatened constantly 
with the same thing,” he declared, “and 
this year practically every state legisla- 
ture in session has witnessed the intro- 
duction of one to a dozen compulsory 
automobile liability laws. The United 
States Congress is also considering adop- 
tion of a statute for mandatory unem- 
ployment insurance.” 

Mr. Bennett’s conclusion was: “What- 
ever your political faith and order may 
be, only in a return to the true Jeffer- 
sonian democracy, whereby the state is 
the servant of the people, not the master, 


100% RATE INCREASE 





Ontario Government Monopoly on Work- 
men’s Compensation Announces New 
Rates for Year 

Some workmen’s compensation rates 
have been increased 100% in Ontario, 
where the state has a moropoly. Thus, 
where a ratio of 15 cents per $100 existed 
last year, it is now 30 cents. A certain 
amount of agitation is making itself felt 
for a commission to investigate this in- 
crease and require the Workmen’s Com- 
pensation Board of Ontario to justify it. 

The board is sending out with all pre- 
mium notices this note, printed in red, 
“Warning. If assessment is not paid 
within one month, 5% of the amount 
owing will be added and an additional 
1% for each subsequent month’s default.” 





GETS ILLINOIS APPROVAL 
The Central States Motorists, Chicago, 
has recently obtained an Illinois license 
to write automobile insurance. This is a 
stock casualty company with paid-up cap- 
ital of $200,000. 





lies the hope of your future, and the 
preservation of the entire structure of 
American business.” 
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A giant liner joins two continents in record 


time. 


acclaim. 


New speed, improved service win public 


Modern people value speed, service, efficiency 


always, even from institutions with which they 


do business. 


Ability to answer public demand, to give service 


in accord with the wishes of the most critical, is 


evidence of Continental DURABILITY. 


CONTINENTAL 
CASUALTY ASSURANCE COMPANIES 


CHICAGO 
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Higher Taxes Are 
Sought by Florida 


STATE SEEKING MORE FUNDS 





Proposal Killed to Have 4% on Pre- 
miums Instead of 2%; Other Legis- 
lative Measures 





The Florida legislature tried to increase 
taxes on insurance premiums, even 
though half the tax income of the state 
is now paid by this business outside that 
which comes from the six cents a gallon 
on gasoline, most of which is used for 
the roads. 

However, a bill to increase the license 
tax upon insurance companies and the 
tax on premiums collected by insurance 
cumpanies on Florida business was un- 
favorably reported by the Senate Fi- 
nance and Taxation Committee. 

In bills presented by the governor’s 
taxation committee, and diverted from 
the insurance to the taxation commit- 
tee, where they would seem to belong, it 
is proposed to increase the company li- 
censes from $200 to $400 a year, and the 
premium tax from 2 to 4%. For the 
year ending June 30, 1930, the income 
from company licenses was $79,100, and 
from taxes at 2%, $833,212. Less was 
collected for taxes during that period 
than for the previous twelve months, 
when the license total was $75,675, and 
the taxes $861,938. 

The total collected by the state from 
insurance companies in licenses and tax- 
es for three years is reported by the de- 
partment as follows: Year ending June 
30, 1930, $1,014,478; 1929, $1,049,469; 1928, 
$1,108,013. These figures include, besides 
the licenses on companies and premium 
taxes, licenses for agents and filing fees. 
In 1925-26, the last boom year, the state’s 
toll was $1,075,335. When it is remem- 
bered that there is no insurance depart- 
ment in Florida and that the “insurance 
ex-officio” office of the treasury operates 
at an annual outlay below $25,000, it is 
surprising that even the most desperate 
taxing condition could afford excuse to 
increase this burden upon all kinds and 
classes of the people. 

Insurance has been a big target for 
the law makers in other ways. One fel- 
low tried to get over a bill to force in- 
vestments of two-thirds of the premium 
in securities of the state, and another, 
who thought it so easy to get taxes this 
way, proposed to increase the premium 
levy to 6%. While both lost out in com- 
mittee, they indicated a tendency. 

Fire and casualty companies and agents 
have had some peculiar troubles. A move- 
ment to make casualty companies co-de- 
fendants in all suits for automobile ac- 
cidents had to be killed and a rating 
proposition was presented but later 
withdrawn. It looked squally for a while. 
Efforts over several years resulted early 
in this session in a compensation Dill 
getting through the senate, but dying by 
indefinite postponement in the house be- 
cause of too many exclusions. With 
transportation companies exempt by rea- 
son of inter-state relations, and farm, 
citrus and turpentine workers excluded 
by good lobbying, the bill was too lop- 
sided for the house members and they 
parked it. 





WINS IN PRIMARIES 


Alfred G. Trundle, chief underwriter 
in the automobile department at the 
Newark office of the Aetna Casualty & 
Surety, has been nominated for one of 
the two vacancies in the Springfield 
Township Committee. 





GETS NEW ILLINOIS LICENSE 

The Inter-State Business Men’s Acci- 
dent of Iowa, previously licensed in II- 
linois as an assessment association, has 
lately received its license as a mutual 
casualty company to write accident and 
health in that state. 
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Personal A. © H. Bureau Program 


(Continued from Page 28) 


4. In using the above insuring clause, care 
should be taken to use a disease exception clause 
in the policy. 

5. If the various indemnity clauses of the 
policy refer to the insuring clause with the 
words, “If such injuries,” it is advisable to 
have in the insuring clause some such expres- 
sion as the following: “Hereinafter referred to 
as ‘such injuries.’ ”’ 


The Accident Total Disability Clause 


A. Or, if such injuries, independently and 
exclusively of all other causes, shall, within 
twenty days from the date of accident, wholly 
and continuously disable the insured and pre- 
vent him from performing any and every kind 
of duty pertaining to his occupation, the com- 
pany will pay weekly indemnity at the rate 
hereinbefore specified for the period of such 
continuous total disability, but not exceeding 
fifty-two consecutive weeks. After the payment 
of weekly indemnity for fifty-two weeks as 
aforesaid the company will continue weekly pay- 
ments of the same amount thereafter so long 
as the insured shall be wholly and continuously 
disabled by such bodily injuries from engaging 
in any occupation or employment for wage or 
profit. 


The Accident Partial Disability Clause 


B. Or, if such’ injuries, independently and 
exclusively of all other causes, shall, within 
twenty days from the date of accident or im- 
mediately following a period of total disability 
covered under Section A, continuously disable 
and prevent the insured from performing one 
or more important daily duties pertaining to his 
occupation, the company will pay for the period 
of such disability, but not exceeding twenty-six 
consecutive weeks, a weekly indemnity of two- 
fifths of the amount payable for total disability. 

No payment of weekly indemnity shall be 
made in case of any loss enumerated in Part 
except as therein provided. 


(Note) The last preceding paragraph 
should refer to the death, dismemberment 
and loss of sight clause. 


The Health Insuring Clause 


Against loss resulting from disease. 
Consideration should be given to the fol- 
lowing suggestions: 

1. That the loss be made subject to the pro- 
visions, conditions and limitations of the policy. 

Provision should be made that (a) sick- 
ness is covered only if insured is attended by a 
licensed physician and (b) only after fifteen 
days from the date of the policy. 

3. That the disease or sickness shall be con- 
tracted, and disability begin during the term of 
the policy. 

4. The word “disease” or “sickness” or both 
may be used. 

5. If the various indemnity clauses of the 
policy refer to the insuring clause with the 
words, “If such disease’ (and/or “sickness’’), 
it is advisable to have in the insuring clause 
some such expression as the following: ‘‘Here- 
inafter referred to as (a) ‘such disease,’ (b) 
‘such sickness,’ or (c) ‘such disease or sick- 
ness.’ ”’ 


The Health Disability Clause 


(1) NON-HOUSE CONFINING POLICY 

If such disease shall wholly and continuously 
disable the insured and prevent him from per- 
forming any and every kind of duty pertaining 
to his occupation, the company will pay, begin- 
ning with the day of disability, the 
weekly indemnity hereinbefore specified for the 
period of such continuous total disability, but 
for not exceeding fifty-two consecutive weeks. 


(2) HOUSE CONFINING POLICY 

A. If such disease shall wholly and continu- 
ously disable the insured and prevent him from 
performing any and every kind of duty per- 
taining to his occupation and shall confine him 
to the house, the company will pay the weekly 
indemnity hereinbefore specified for the period 
of such continuous total disability and confine- 
ment to the house, subject to the limits herein- 
after specified. 

B. If such disease shall wholly and continu- 
ously disable the insured and prevent him from 
performing any and every kind of duty pertain- 
ing to his occupation but shall not confine him 
to the house, the company will pay weekly in- 
demnity of one-half the amount hereinbefore 
specified for the period of such continuous total 
disability, subject to the limits hereinafter 
specified. 

The limit of time for which indemnity for 
house confining disabilitv, or indemnity for non- 
house confining disability. or both combined 
shall be payable shall be 52 consecutive weeks. 

No indemnity shall be payable for the first 

days of any period of disability. 


New Rates Effective Jan. 1, 1932 


ProposAL SEVEN: Each member com- 
pany shall, on or before October 1, 1931. 
file in duplicate with the Bureau any and 
all policies within the scope of the pro- 
gram which it proposes to use in writing 
new business on and after January 1, 
1932 (which policies shall comply with the 
reauirements of Proposal Six), together 
with duplicate copies of the proposed pre- 





mium rates for such policies. The Bu- 
reau shall review such rates, approve 
them or name substitute rates. The same 


procedure regarding filing and rating ap- 
plies to policy forms which may be origi- 


nated by various companies subsequent to 
October 1, 1931. 

The rates established by the Bureau 
shall be mandatory in regard to new busi- 
ness written on and after January 1, 1932, 
except in any state whose laws prohibit 
agreements in regard to rates, in which 
state they shall be advisory. Rates shall 
be advisory upon renewal of policies writ- 
ten prior to January 1, 1932. (Reference 
to policies above includes endorsements, 
riders or other amendments except indi- 
vidual impairment riders.) 

It is emphasized that any company tak- 
ing exception to the rates established shall 
of course have the right of presentation 
of its views and appeal to the governing 
committee of the Bureau. 

ProposAL E1cHT: The Bureau shall sub- 
mit to each member company entire ad- 
visory policies including advisory appli- 
cation form, which shall include respec- 
tively the clauses set forth under Proposal 
Six plus the other clauses referred to in 
the original Underwriting Report, as 
follows: 

Hospital and/or nurse clause 

Surgical clause and uniform phraseology as 
to sthedule of indemnities 

Specific loss clause and uniform phraseology 
as to schedule of losses 

Reimbursement clause 

Exceptions clause 

Double Indemnity clause 

Aviation exclusion clause (accident policies) 

There shall be at least six advisory 
policies, as follows: 

Accident policy (including medical reimburse- 

ment) : 

Accident policy (excluding medical reimburse- 
ment) 

Health policy (without 
confinement) 

Health policy (including house confinement 
limitations) 

Disability policy (accident excluding medical 
reimbursement) with limitation to house 
confinement 

Disability policy (accident excluding medical 
reimbursement) without limitation to house 
confinement 


These policies shall be individually 
rated by the Bureau for the benefit of 
the member companies. It is emphasized 
that while it is not mandatory for any 
company to adopt such policies for use, 
it is hoped that in the interest of simplify- 
ing the business many companies may de- 
cide to do so without modification. * * * 
It is further hoped that companies which 
desire to extend coverage beyond that set 
forth in the advisory policies may find it 
advisable to include the phraseology of 
the advisory policies as far as they go 
and set up the additional coverage as such 
in a separate clause or clauses or by 
pider, * = * 


limitation to house 


Creates Post of Assistant Secretary 


ProposaL NINE: It is proposed that the 
governing committee be authorized to es- 
tablish the office of assistant secretary of 
the Bureau and to secure the services of 
a competent man for such office to carry 
out the details of the program under the 
direction of the governing committee. 
Pending the time the right man can be 
secured the companies be asked to lend 
the services of three experienced men to 
make their headquarters at the Bureau in 
order to put the program into operation 
immediately. If the services of more than 
three men shall be volunteered. the gov- 
erning committee shall make the selec- 
tions and determine the responsibilities of 
the Bureau for expenses incurred thereby. 

ProposAL TEN: Each member of the 
Bureau shall through a dulv authorized 
official subscribe and file with the secre- 
tary of the Bureau a cony of the pro- 
gram and by such act each such member 
shall be considered to have declared its 
full and complete acceptance thereof and 
of its purpose to make full compliance 
with all of the requirements of this pro- 
gram. 

The underwriting committee. headed by 
D. St. C. Moorhead. United States Cas- 
nalty, was composed of: E. C. Rowen. 
Aetna Life: M_ P. Cornelins. Continental 
Casualtv: W. H. Howland. General Ac- 
cident: E. FE. Bradley, Globe Indemnitv: 
Ralnh A. Ferson. Hartford Accident: F. 
1.. Templeman. Maryland Casualty: P. H. 
Rogers, Massachusetts Bonding; Dr. C. 


S. Sanford Levy, Rising Union Ind. 
Executive, Has Hobby of Astronomy 


A Successful Attorney Before Entering Insurance Securities 
Group, He Is Married To Brilliant Lawyer Who Still 
Practices Daily; How He Has Mastered One 
Department After Another in His Company 


There’s a real human interest story 
to be found in the career of S. Sanford 
Levy of New Orleans, vice-president of 
the Insurance Securities Co., Inc. and 
of its constituent companies. One of the 
youngest insurance executives in the 
country, Mr. Levy came to the business 
with all the acumen and foresight gained 
from a legal education and six years of 
successful law practice. In addition he 
is married to a brilliant young lawyer, 
formerly Miss Judge Veters, who still 
practices daily and whose ambition is to 
be a judge some day in fact as well as in 
family name. 

Mr. Levy’s first contact was with the 
agency end in the Hartwig Moss Insur- 
ance Agency. Mastering the funda- 
mental principles of this important 
branch he stepped into the fidelity, and 
surety underwriting department of the 
Union Indemnity and after devoting sev- 
eral years to this work his proficiency to 
grasp quickly underlying conditions was 
given general recognition. Then came a 
concentrated study of casualty insurance 
and each of the company’s departments 
in that field came under his surveillance. 
Sees Unlimited Opportunities to Learn 

“My opportunities to learn the insur- 
ance business have been almost unlimit- 
ed,” said Mr. Levy, “and it naturallv fol- 
lows that my desire to take advantare 
of these onnortunities has heen equally 
without limit. One field leads to another 
and all are so intimately connected that 
nothing one learns in one branch is lost 
when he enters another.” 

It is therefore not surprising to learn 
that during recent years he has delved 
into the claim work of both the fidelitv 
and surety and the casualty departments 
of the Union Indemnity, and that he is 
now in executive charge of these de- 
partments in addition to his other 
derwriting and executive activities. 

In accordance with his own ideas 1} 
Levv has still further broadened 
province to include the executive field 
while keeping in close touch with 1n- 
derwriting and claim departments. He 
worked, for example, in the canacitv of 
executive assistant for two years before 
being elected vice-president of the com- 
nany. His aim has been to know what 
is going on in each denartment of the 
constituent companies of the Insurance 
Securities groun at all times. He gave 
evidence of this commendahle ambition 
when the acquisition of the Detroit Life 
added a new field for him to absorb. 





TO ENTERTAIN FIELD FORCE 


Louis Schlesinger of the Schlesinger- 
Heller Agency in Newark will be host 
to the entire agencv force, special agents 
and others at the Mountain Side Coun- 
try Club, West Caldwell, N. J., on Tues- 
dav. June 23. There will be a dinner 
and a dance and the showing of moving 
pictures which Mr. Schlesinger took on 
his recent trip around the world. 





$2,684,928 DIVIDENDS IN MAY 

Cash dividend payments bv insurance 
comnanies for May totaled $2.684.928 ac- 
cording to a.tabulation of the Standard 
Statistics Co. Among the major divi- 
sions of industry. electric light and gas 
utilities led with $55.840.206 and railroads 
were second with $48,525,566. 





V. Everitt, Preferred Accident; Thomas 
Hook. Standard Accident; John E. Ahern, 
Travelers, and George Goodwin, Connec- 
ticut General Life, as chairman of the 
governing committee, ex officio. 





S. SANFORD LEVY 


His frequent expression is: “A man’s 
reach should exceed his grasp.” 


Astronomy His Hobby 


Mr. Levy’s interests outside of busi- 
ness are decidedly interesting. During 
the four or five months of warm weather 
in New Orleans he commutes daily from 
the Gulf Coast where he has his home 
on the beach of the Gulf of Mexico, near 
Waveland, Mississippi. His particular 
hobby is astronomy and he has a pow- 
erful telescope mounted on his front 
lawn, spending many nights studying the 
stars. Fishing and cultivating flowers 
are also his hobbies. 

When Mr. Levy was promoted last 
December to the post of vice-president 
of all of the companies in the Insurance 
Securities group and also of the Insur- 
ance Securities Company, Inc., President 
W. Irving Moss said: “There never has 
been a promotion more deserved nor one 
in which I personally concur more hearti- 
ly. I am sure that a feeling of general 
gratification will exist throughout our 
companies at this announcement.” 





BACK TO PHILADELPHIA 





H. K. Remington Given F. & C. Resident 
Managership Succeeding M. J. 
O’Brien Recently Promoted 

Harold K. Remington, who recently 
joined the home office of the Fidelity & 
Casualty in an executive capacity, has 
been selected this week to succeed Mar- 
tin J. O’Brien, now superintendent of 
agents, as Philadelphia resident manager, 
the post formerly occupied by Mr. 
O’Brien. 

Returning to the Quaker City where 
for many years he managed the branch 
of the Aetna Life & Affiliated Compa- 
nies, Mr. Remington brings an accumu- 
lated experience in both the managerial 
and executive departments of the busi- 
ness, After his Aetna connection he was 
vice-president of the Constitution In- 
demnity and since May 1 executive as- 
sistant in the F. & C. He has made 
many valuable contacts in Philadelphia. 





GOES INTO MISSISSIPPI 


The Fireman’s Fund Indemnity has 
now been licensed in Mississippi. 
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Aetna C. & S. Has New 
Auto Liability Policy 


KNOWN AS “COMPREHENSIVE” 


Combines Cover for Claims on Both 








Japanese Sing for Safety 


A news dispatch from Japan relates 
that traffic officers in the city Osaka 
are trained in song as to the proper 
automobile safety methods by a wo- 
man teacher. It seems that regula- 

















Travelers Liberalizes 
Reimbursement Policy 


WOMEN IN SAME CLASS AS MEN 





Coverage and Benefit of Improved Form 





policyholders and that it can be used to 
supplement the protection offered by 
other contracts already in force among 
policyholders. The policy covers all 
kinds of accidents, whether occurring in 
automobiles, in and around the home, on 
the street, or while engaged in recrea- 
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Lon C. Jeffrey Defends 
Limited A. & H. Policy 


SOLD BY REPUTABLE AGENTS 








Issues Denial on Convention Platform 
That Producers of This Business 
Are “Confidence Men” 





Scoring critics of the limited form of 
accident and health contracts who base 


their arguments on theory rather than 
on practical experience, Lon C. Jeffrey 
of Pittsburgh, whose firm is manager for 
accident and health lines of the Commer- 
cial Casualty in that city, came to the 
defense of the limited policy in a talk 
recently, mincing no words in his definite 
support of this type of contract. Al- 
though Mr. Jeffrey was aware of the con- 
troversy that has been waging for some 
time regarding the sale of limited poli- 
cies, he asserted that there were very 
few so-called full coverage policies but 
what were limited to some extent. His 
feeling is that if an agent wanted to 
be unscrupulous and dishonest in his rep- 
resentation he could cause just as much 
disturbance and dissatisfaction under full 
coverage as under the limited forms of 
accident and health insurance. 

Mr. Jeffrey’s audience was composed 
of accident and health managers who are 
members of the National Association of 
Accident & Health Insurance Clubs and 
who were attending the second annual 
convention of this fast-growing organi- 
zation at Detroit. A previous speaker 
had denounced those agents who sell the 
limited contract as “misrepresentatives of 
disability insurance,” or, in other words, 
“confidence men.” Mr. Jeffrey frankly 
declared that such an opinion must have 
been formed entirely from theory rather 
than practical experience. He went on 
to say: 

“Many of the delegates in attendance 
here conduct successful agencies made 
up mostly of well-established legitimate 
producers and are rendering a splendid 
service to both their agents and their 
clients. I don’t believe they could be 
considered ‘confidence men’ and I think 
you will find at this convention that 
they have paid their bills just the same 
as others handling full coverage lines. 

“Tf there are some disturbing elements 
in some divisions of our accident and 
health lines do not let them destroy our 
entire accident and health fabric. We 
should instead correct or, at least, im- 
prove on the disturbing factors and place 
all divisions of our accident and health 
lines on the high type plane for which 
they were intended.” 





NEW POST FOR W. A. BENNIE 





Joins National Union Companies as Ex- 
ecutive Special Agent Supervising 
Four Southern States 

William A. Bennie, formerly associated 
with the general agency of Dargan 
Turner, now A. H. Turner, as fieldman 
for the State of Alabama for several 
years and more recently associate man- 
ager of the southeastern department of 
the Standard Accident, has joined the 
National Union Companies as executive 
agent, supervising North Carolina, South 
Carolina, Georgia and Alabama. 

Mr. Bennie made his start in a local 
agency at Nashville, later entering bus- 
iness for himself in the same commu- 
nity. He disposed of his agency busi- 
ness in 1917 to represent the Royal In- 
demnity, which position he held until 
the outbreak of the war. Following the 
armistice he became identified with the 
Indemnity Insurance Co. of North Am- 
erica and remained there until his ap- 
pointment with Dargan & Turner. With 
the National Union he will maintain 
headquarters in Atlanta. 





COSBY GOES TO RICHMOND 


George H. Cosby, Jr., has been made 
assistant manager, casualty lines, of the 
Travelers branch office in Richmond. He 
has been assistant at Charlotte, N. C. 


MUST DEVELOP NEW DRIVER 





Habitual Discipline Needed in Autoists, 
Dan Sowers, Legion Man, Says in 
Travelers Radio Talk 


The strictest enforcement of traffic 
laws and regulations and the most elab- 
orate machinery for the control of ve- 
hicular traffic will fail to bring about 
safe driving unless men and women are 
developed in whom character, discipline 
and morality are founded upon habit, it 
was declared by Dan Sowers, past di- 
rector of the Americanism commis- 
sion of the American Legion in a talk 
on automobile accident prevention ar- 
ranged by the Travelers and broadcast 
over radio station WTIC. This was the 
second of a series of thirteen addresses, 
the first a week ago having been deliv- 
ered by Col, A. B. Barber, director of 
the National Conference on Street and 
Highway Safety, and manager transpor- 
tation and communication department, 
United States Chamber of Commerce. 

The untrained and the undisciplined 
will never be safe, while the trained and 
disciplined can be protected by physical 
safeguards, Mr. Sowers declared. The 
objective which must be attained if 
America is to survive was given by the 
speaker as the development of a society 
so grounded in unconscious morality that 
it will remain stable under every shock 
and storm. 

Education must keep pace with me- 
chanical development, it was asserted by 
Mr. Sowers, who added that the safety 
program has a significance which people 
are apt to overlook. “It marks our de- 
termination as men to remain masters 
over the machine,” he said, “and to de- 
velop discipline founded upon unconsci- 
ous morality, without which we shall be- 
come a nation of robots threatened with 
extinction.” 





BRITISH AUTO DEATHS UP 





Rate of Twenty per Day Alarms Eng- 
land, but Is Less Than Rate Here; 
Motorcycles Most Dangerous 

An average of twenty persons per day 
are killed in road accidents in the United 
Kingdom, figures for last year just is- 
sued by the British Home Office indi- 
cate. ‘This is the highest average ever 
recorded there and the British are 
alarmed by it. However this figure is 
less in proportion than the terrific toll 
taken by motor cars in America. 

The crowding of cars on British roads 
is considered to be one cause of acci- 
dents. Every year in the last decade 
has brought an increase in lives lost, 
the figures rising from 2,678 in 1921 to 
7,305 last year. In the ten years nearly 
40,000 have been killed. 

These English figures included all 
road accidents, bicycles, horses and 
wagons, trolleys. More were killed by 
motorcycles than in any other classifi- 
cation, 2,054 fatalities occurring. Pri- 
vate cars were next with 1,882, and trucks 
third with 1,492. In motorcycle accidents 
it was surprisingly shown that more sin- 
gle riders are killed and injured than 
riders with passengers. Two places in 
the United Kingdom were without any 
accidents in 1930. They were Lerwick 
and the Isles of Scilly. The metropoli- 
tan police district of London, with about 
the same population as New York, re- 
ported 1,398 killed in all road accidents, 
while New York had 1,276 fatalities from 
automobiles alone. 





E. J. GALLAGHER PROMOTED 

Eugene J. Gallagher, who has been a 
field assistant, casualty lines, for the 
Travelers at Houston: since February 1, 
1929, has recently been promoted to as- 
sistant manager, casualty lines, in that 
territory. 


GEO. MADDEN MAKES CHANGE 

George Madden, who has been con- 
nected with the Newark branch office 
of the Metropolitan Casualty, has been 
appointed casualty underwriter in the 
Newark branch of the Standard Surety 
& Casualty. 





Marine Reinsurance Problems 
(Continued from Page 27) 


business became an anathema, and mat- 
ters reached such a pass that one com- 
pany adopted as its security slogan: “No 
British marine reinsurance underwrit- 
ten.” The consequence is that Conti- 
nental reinsurance security is definitely 
suspect, although certain British under- 
writers still hanker after some of the 
remaining German companies. Other 
British insurers have been looking else- 
where for their reinsurance security, and 
one at least has endeavored to find an 
outlet in the United States. There was 
for a time a definite movement on the 
part of American interests to set up a 
market to absorb the reinsurance busi- 
ness released by the Continental fail- 
ures in the anticipation that increased 
rates would follow, but there are as yet 
no effective developments to record. 

It has always been assumed that as an 
original underwriter must face the re- 
sponsibility for the primary liabilities 
under his contracts, the failure of rein- 
surers would have disastrous repercus- 
sions on the accounts of the ceding in- 
surers. In the ordinary way this would 
have been so, but the basis of most post- 
war reinsurance treaty business has been 
the retention by the ceding company of 
the bulk of premiums payable to the re- 
insurers or, at least, their payment into 
a deposit account. The amounts thus 
sequestrated have greatly reduced the 
losses of the ceding companies, and thus 
British underwriters have escaped from 
the recent cataclysm almost unscathed. 
The losses which have been experienced 
by them are almost entirely confined to 
loss of capital invested abroad in the 
companies which have failed, or have 
been reconstructed. 

The Present Position 

This was the position of marine rein- 
surance twelve months ago. In a sense 
history had been repeated, for fire re- 
insurance had encountered a somewhat 
similar cycle of events more than thirty 
years before. It appears that each gen- 
eration must itself be taught the bitter 
lessons of experience, and will refuse to 
take to heart the lessons learned from 
the past. Nevertheless, every disaster 
for a time must engender a spirit of 
caution, and an improvement in general 
conditions, however temporary in char- 
acter such improvement may be. This 
is as true of the recent crisis in marine 
reinsurance as it has been of similar 
crises in the past. 

The reinsurance market has definitely 
contracted. The full effects of this con- 
traction are not yet apparent, as the 
great reduction in wholesale values 
which the past year has witnessed has 
removed some of the demand for gen- 
uine reinsurance cover. On first-class 
risks, in order not unduly to reduce net 
premium income, a number of under- 
writers are keeping larger retentions. 
These, however, are only temporary ex- 
pedients. 

A much more important effect of the 
situation which developed was to reduce 
the lines accepted by underwriters on 
business which was rated on a basis not 
inherently desirable as an underwriting 
proposition. This has applied particu- 
larly to cargo business, because for the 
past three years, as a result of the hull 
market agreement, other factors have 
been at work in the hull market. The 
result has been that whilst no universal 
upward trend has been observed in 
cargo rates, accounts demonstrably bad 
on past experience statistics, have been 
almost impossible to renew except at en- 


_hanced premiums. There has according- 


ly been a sort of general post going on 
in the cargo market, which would have 
had much more salutary consequences 
but for the prevailing trade depression. 

The hull treaty has become almost im- 
possible to place, and there has been a 
marked decline in the amount of cargo 
reinsurance business accepted on the 
treaty basis. The quality of reinsurance 
business is being very carefully scrutin- 


ized before acceptance, and bad treaties 





are very difficult indeed to renew. ‘The 
reinsurance cover is coming once again 
into its own. Deductions from original 
net rates are conceded most unwillingly 
by reinsurers, and there has been a def- 
nite tightening up all around. For the 
time being, at least, marine underwrit- 
ers are looking to underwriting results 
rather than reinsurance commissions to 
balance their accounts, It would be too 
much to claim that there has been an 
alteration in the moral outlook of under- 
writers—it is rather a case of virtue aris- 
ing from necessity. Anyway, the marine 
insurance market is _ constitutionally 
healthier today than it has been for 
many years past, and in this may per- 
haps lie the explanation for the improve- 
ment in the business shown by the ag- 
gregate figures of the companies whose 
accounts for 1930 have been published 
to date. 


“What of the Future?” 


Such is the story of the past and the 
present: What of the future? 

There is every reason to sympathize 
with the attitude of the professional re- 
insurer towards reciprocity, but, after 
all, is not this the best system in the 
long run? The original underwriter 
himself must know more of the trend of 
business than the pure reinsurer, and 
can watch his reinsurance acceptances 
with greater inside knowledge. An ex- 
change of treaties, provided intercession 
be avoided, nullifies the effect of under- 
writing commission. The commission on 
an inwards treaty is offset by the com- 
mission on a treaty outwards. At the 
same time, the object of reinsurance— 
adequate spread of risk—is ensured. It 
is not desirable to bolster up artificial 
reinsurance markets—they will always be 
the prey of the rapacious underwriter. 
A free exchange of treaties or covers 
between sound companies of different 
countries is to be encouraged. 

Another matter which ought to be 
remedied is the offer to a leading under- 
writer of subsidiary insurances at attrac- 
tive rates in order to induce a lead at a 
cut price on a major risk. This can be 
achieved only by secondary underwrit- 
ers declining to write the major risk: 
without being given a ratable proportion 
of the ancillary insurances. 

Further, treaty reinsurers should de- 
cline to accept a line on any treaty 
where the excess is disproportionately 
large in comparison with the original 
underwriter’s retention. A __five-line 
treaty should suffice as a maximum to 
cover all normal circumstances. After 
all, the facultative market has not en- 
tirely disappeared. 

A leading reinsurance expert is re 
ported to have said: “From my early 
days one of the principles impressed 
upon me was not to waste any time on 
marine reinsurance business. In other 
branches the insurer takes a certain 
pride in producing favorable results for 
his treaties. He wishes them to be 
looked upon as desirable, and if results 
are unsatisfactory he spares no effort to 
improve them. The marine underwriter 
has a different attitude towards reinsut- 
ance. Frequently he will be interested 
in making a reinsurance treaty only ! 
he can thereby realize an additional 
profit. There never was enough profit 
in marine business to allow for the prac 
tice of reinsurance business under a1 ob- 
ligatory treaty on terms which Icad t 
an additional profit to the ceding com- 
pany.” ae 

Is it too much to hope that this view 
will commend itself not only to reinsut 
ers but also to ceding underwriters, &* 
pecially in the light of lessons so '™ 
cently learned? 


J. M. DURLING PROMOTED k 

J. L. Martin, manager of the Newat® 

office of the Standard Accident, a? 

nounces that John M. Durling, se 

agent attached to the Newark office, a 
been promoted to assistant managet 
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Established in 1869, the London Guar- 
antee is one of the oldest and strongest 
casualty companies in the world. 








MODERN CONSTRUCTIVENESS 


The London Guarantee has always conceived it to be its obligation to 
agents and policyholders to give staunch support to the American 
Agency System, to maintain an impregnable financial position and to 
work hand in hand with agents in meeting modern casualty insurance 
requirements. It is worth recording that London Guarantee agents are 


constantly assuming a stronger position in their respective communities. 


LONDON GUARANTEE AND ACCIDENT COMPANY, LTD. 


- Haines, United States Manager e«» Fifty-Five Fifth Avenue, New York 























How to back your boy for a WINNER! 
































ITHOUT question, you're backing 


that son of yours for a winner! He’s * 


to Have every advantage that school and 
college offer for development and leader- 
ship... Crew... Football... Phi Beta 
Kappa ... you and his mother decided that 
long ago. 


But—there’s always that inevitable but 
—suppose your wife and boy (or daughter) 
should have to face the future without you? 
What then? 


That is a question that finds its answer, 
even for a man of moderate means, in FEtna’s 
new Family Income Policy. For this policy 
can be used to see your 

children through 
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\ Mail this 


school and college just as readily as it can 
to provide a monthly family income—or 
it can do both—all a matter of your per- 
sonal requirements. 


The outstanding advantage of this new 
Family Income Policy is that in the event 
of your death it will provide, until the 
twentieth year from the date of the policy, 
(and for only slightly more than the deposit 
required for ordinary life insurance) a defin- 
ite yearly income equivalent to 12% on 
the policy’s face value, payable monthly. 


For example: a $10,000 policy will pro- 
duce an income of $100 a month; a $20,000 
policy, an income of $200 a month; a 
$50,000 policy, $500 a month, and so on. 


But that isn’t all, because with this new 
Etna Family Income Policy, there is always a 
further understanding that at the end of the 
twentieth year from the date of the policy, 
its full face value ($10,000, $20,000 .. . or 
whatever it may be) will then become pay- 
able, either in cash or as you may otherwise 
direct—this, in addition to the monthly pay- 
ments that have been made since death. 
This is a most important feature—for in 
jater years, when your children are grown 
and graduated, such a policy will thus also 
assure financial independence for your 
wife when she needs it most. 

Every far-thinking family man will want 
to know more about this new Aitna Family 
Income Policy. 


A TN ROHS 


THERE iS AN ATNA-IZER IN YOUR COMMUNITY—HE IS A MAN WORTH KNOWING 


\ Today! 








The A'tna Life Insurance Company, Hartford, Conn. 


Trained Aitna representatives in every part of the 
Please send me your free booklet, “Now We dif Can Be Fair to Our Families,” 


United States and Canada are qualified to offer helpful 
suggestions in arranging your life insurance program. 





The Aitna Life Insurance Company, The Aitna Casualty and 
Surety Company, The Automobile Insurance Company, 
The Standard Fire Insurance Company of Hartford, Conn. 


Address ‘ scubcsataly wettest Seat wo 




















AEtna Life 


The fifth in the Aétna Life’s series of 1931 ad- 
vertisements appearing in National publications, 
emphasizes the father’s obligation to his son. A 
message, the gist of which is immediately recog- 
nized. Aitna-izers are using it most effectively in 
selling the AEtna’s new Family Income Policy. 


Insurance 





Company 





Picturesque 


Hartford, Connecticut 











